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rs to Play Big Role 
wventh War Loan 


Retailers of the country are lining up 
behind the War Finance Division 
United States Treasury Depart- 
t in the promotion of the coming 

Loan, May 14 to June 30. 

ds of columns of retail adver- 

i will be devoted to War Bond 

shlicity during the period when the 
will be in progress. 

nting out the widespread effect of 

ising at a recent conference in 


V-Mail gift certificate is an 
rtant aid in promoting bond 
sales in retail stores. 


ington, Robert W. Coyne, Field 

tor of the War Finance Division, 

d the War Bond “an advertising 

Y Saream’” as a product worth sell- 

, Advertisers have great power, and 

responsibility to use that power to 

War Bonds is great, he said, in call- 

‘on merchants to use their ingenuity 

ting the accumulated sales resis- 

of the 85 million who have bought 
in previous drives. 

m the retailers’ standpoint, Ralph 

‘Yonker, Chairman of the Retail Ad- 

ing War Activities Committee of 

it, predicted that retail merchant 

per advertising for sale of War 

would far exceed anything in the 


Retailers and newspapers will be 
i of the splendid job retail adver- 
in newspapers will do in the sell- 

of War Bonds,” he said. 
illions of dollars worth of news- 
advertising has been put into 
vious War Bond Drives. But good 
Fie job has been in the past, I am 
nt that it will be surpassed in 

ie “Mighty Seventh.’” 

keeping with the 60% increased E 
mead quota over the last drive, the goal 
Sales for each retail employee will be 
#0, increased from the $300 figure 
ted during the 6th War Loan. Em- 
participation will be largely fea- 
[TURN TO PAGE 77, PLEASE] 
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Iv IS PROBLEMATIC as to what 
can be contributed in the shape of 
footwear to the United National 
Clothing Collection. Certainly, if 
“Barrels for Britain” was any in- 
dication of how an industry col- 
lected thousands of barrels and cases 
of shoes for refugee relief back in 
1941-1942, then the proportion of 

* heavy, serviceable footwear, low- 
heeled and full-toed, will be even less 
in a drive made in 1945, 

For example — Philadelphia is 
asked to contribute ten million 
pounds of used clothing. This means 
that if every person in the city gives 
five pounds of clothing and shoes, 
Philadelphians will pass their quota. 

Shoes have been rationed for 
twenty-seven months and every pair 





SAFE DEPOSIT — 


VAULTS 


of serviceable shoes is a precious 
possession to the public—particu- 
larly since no notice has been given 
as to when the next ration coupon 
becomes effective. It is true that 
children ouitwear shoes but we have 
actually reached the point where 
some shoe stores are eking out “in- 
visible stock” by the swap method. 
When a child outgrows an 8, it 
leaves its old pair and picks up a 9 
om has been worn by somebody 

















Under such circumstances, cloth- 
ing collections are limited. Reports 
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Voice of Whe Taade 


from abroad indicate that footwear 
is more urgently needed than any 
other apparel. 

7 


NEW YORK CITY’S quota is fifty 
million pounds of clothing in the 
United Collection of Clothing for 
our Allies, Significant, indeed, is 
the Fifth Avenue headquarters, bear- 
ing on the window the modest state- 
ment: “Store Donated By Ansonia 
Shoes.” 











One of the first significant dona- 
tions of shoes was made by Grover 
Whalen, who dumped into the Times 
Square collection box thirty pairs 
of kidskin shoes with perfumed lin- 
ings that had been presented to 
him back in those endeared publicity 
days when personalities were tied 
up with promotions. 


GEORGE B. BERNHEIM has been 
elected president of the Mount Sinai 
Hospital in New York—one of the 
great medical institutions of the 
land. He has been a member of the 
Board of Trustees since 1922 and 
a second vice-president since 1938. 

Thus a tanner continues to fulfill 
his interest in public service for he 
only recently was president of the 
Hoboken Chamber of Commerce. 
And it is at Hoboken, New Jersey 
that R. Neumann & Company oper- 


ate their tanneries. Mr. Bernheim 
is Chairman of the Board of Direc- 
tors of R. Neumann & Company. 
He was born in New York City 
in 1880 and graduated from the 
Columbia School of Mines in 1901. 
He has had a well-rounded out ex- 
perience in the leather field. 


* ° 


“FISHING for business in the world 
of tomorrow” is a line that reeled 
off our tongue just as the trout sea- 
son opened hereabouts. Well, you 
are on one end of the line when 
your name appears in the Boot AND 
SHoE RecorpeR—for the reader on 
the other end can be in Cairo, Egypt 
or Reykjavik, Iceland; Pargavas, 
Bengal; Kilmarnock, Scotland; 
Casablanca, Morocco; Auckland, 
New Zealand; Durban, South 





Africa; Riobamba, Ecuador; Mon- 
tevideo, Uruguay; Lima, Peru; 
Puerta Arenas, Chile; Rosario, Ar- 
gentine; Tacubaya, Mexico—with 
dozens of contacts in Cuba, Hawaii. 
Mexico, Canada and all points 
N.E.S.W. 

American shoes and American 
shoe news stream out in world-wide 
circulation . . . continuously so for 
years past and years to come—in 
fact, we anticipate a tremendous in- 
crease in appreciation of American 
shoes, sizes and styles, the world 
over. 
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A BETTER WORLD AHEAD 





One of the most encouraging 
and stimulating signs of 
America we'll have when War is 
over, and the foundation for lasting 
peace assured, is emphasized by 
the Seven-Point Charter "for 
amicable and successful relations 
between management and labor" 
that has been proposed by No- 
tional Chamber of Commerce 
President Eric Johnston; President 
of the CIO Philip Murray, and 
President of the AFL William 
Green. 

The Charter asserts that: 

. Increased prosperity involves high 
production and adequate wages. 
2. The rights of private property and 
free choice of action must con- 

tinue. 

3. The inherent right of management 
to manage shall be recognized. 

4. The fundamental rights of labor to 
organize and engage in collective 
bargaining shall be recognized 
and preserved. 

5. The independence and dignity of 
the individual and the enjoyment 
of his democratic rights are in- 
herent in the American society. 

6. An expanding economy at home 
will be stimulated by increased 
foreign trade. 

7. An enduring peace must be se- 
cured. 


So, notwithstanding the horrors 
and devastation caused by four 
years of catastrophic war, there's 
a heap of satisfaction in being able 
to look forward to a mutually co- 
operative plan that will insure a 
“prosperous and sustained peace.” 


President 





MAJOR BENJAMIN H. NAMM, 
head of the Namm Store in Brook- 
lyn and president of the National 
Retail Dry Goods Association, pre- 
sented a check for $500,000 to the 
New York University School of Re- 
tailing to form an endowment. 
Maj. Namm asserted: “At last the 
so-called trade of retailing has been 
turned into a profession. The en- 
dowment fund represents the contri- 
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bution by twenty-one department 
stores and specialty shops.” 

If department stores can go this 
far, should shoe stores be so far 
behind? 


* * aa 


JAMES A. GREEN, who recently 
died, had a keen interest in coopera- 
tion between employer and em- 
ployee. He demonstrated this in his 
many years of operation of the Dan- 
iel Green Company of Dolgeville, 
New York. Here was his _phi- 


losophy : 
“The employee is necessary to the 
employer — absolutely essential to 


the latter’s progress. The reason is 
self-evident, of course. It’s a 50-50 
proposition—one can’t survive with- 
out the other. It is because many 
employers fail to see this, that we 
have so much trouble.” 

“Do you know,” said Mr. Green, 
“a man will purchase a machine 
with the utmost care—pick and 
choose carefully to get the best for 
his business and his money—and 
yet, he will pick the man to operate 
that machine most haphazardly. He 
will figure how much work a man 
can do and never give a thought as 
to whether or not the man FITS. 
Whether in one particular place he 
can give the best that is in him or 
not. 

“We endeavor to take great care 
in the selection of our men—or at 
least the equivalent character—that 
we do in picking our machinery. 
We feel that it is to our advantage 
to do so. It is because of the loy- 








alty of our organization that We 

have climbed to the top. Organiza. 

tion is the real reason for any firm's 

success, providing of course that 

their product merits the efforts ex. 

pended and is in popular demand.” 
+ a * 


BRUCE H. CROMPTON, sales 
manager of The H. C. Godman 
Company had this to say about ra- 
tioning: 

“It has taken care of a lot of sick 


: “eo 
inventories. 
7: * - 


D. S. MacDONALD, manager of the 
Marbridge Building in New York 
City, now knows what it is to have 
a shoe show on his hands for, be. 
lieve it or not, on Sunday, April 15, 
eight merchants were at the Broad- 
way door at 8.30 a.m. By noon, 700 
buyers stormed the building and 
three elevators were put into service 
instead of the customary one on 
Sunday. For a solid week every ele- 
vator was jam-packed with buyers 
frantic to buy merchandise at any 


price. The hotels of the city, scared 


by the shadow of ODT and fully 


aware of the penalties of harboring 
temporary sample rooms, were out 
of the show business—except for 
those unlisted rooms that were 
carrying on as they do—month by 
month, the year through. 

So, the Marbridge Building 
comes into its own as the Sample 
Shoe Center of America and the 
normal, natural art of buying finds 
a way to solve its problems in an 
era of great scarcity. 








"Is it past the crisis yet?" 
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Time for Comparisons 


INPREDICTABLE events play their part in shaping 
the destinies and decisions of nations as well as indi- 
viduals. The month of April had its tremendous emo- 
tional shocks and also its highest hopes for progress 
toward victory and the way of peace. 

As a business publication, publishing twice monthly, 
we were caught in the ebb of the tide of Time, so that 
any comment made on the death of our leader, President 
Franklin Delano Roosevelt, would appear in print after 
the first of May—long after the subject had been cur- 
rently covered by radio, newspapers and other publi- 
cations. 

So, as is our custom, “we stick to the last” and keep 
our text within the field of shoes for that is the prime 
function of this business publication. 

Watch for shifts in the balances of war. Army sup- 
plies needed for Europe are now not going into this end 
of the pipeline—because it is rather evident that on the 
other end, the battle end, they will not be needed if 
things progress as expected. Changes in supplies for 
Asiatic warfare may cause changes in types of clothing 
and footwear for, remember, in the Pacific COTTON 
is the material. 

Civilian supply must fend for itself; for the civilian 
has no friend in the field of supplies at this point of the 
war. Those soft, considerate days are past. If the Army 
forces can influence black-outs in display windows and 
can interfere with so many things remotely connected 
with battle, then there is no telling where the civilian 
stands when Winter hits him and his family some six 
or seven months hence. 

We are indeed entering the soft belly of the year, 
when it would be a good thing if the public and, par- 
ticularly children, got the full benefit of sun, gardening 
and going barefoot. We have been at the business of 
war such a length of time that the realities are now 
accepted actualities. The casualty lists and the restric- 
tions and the shortages have had their effect upon pur- 
chasing power. Stores that went a little bit mad in the 
purchase of handbags and gadgets of all sorts, have 
found out that the goods lay on the counter and that 
publicity and promotion of these high price items are 
alittle awkward in the light of events. 
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Strange to relate, there is and always has been, @ lack 
of knowledge on the part of the public of shoe values. 
You might say the public has always known where to go 
to get the most for the money. At least we had ten 
depression years that put an emphasis upon wear and 
utility and appearance and satisfactions per dollar of 
shoe value. But, today we are in no position to know the 
public’s long range mood and behavior on shoes. 

The public knows that when it wants a good shoe it 
goes to a regular shoe store, with the merchant's name 
or a brand name over the front and that any purchase 
made there is actually the most for the money of any 
commodity ‘at retail today. But when it comes to un- 
rationed shoes, the measurements of value are not simi- ~ 
lar. It is true that in organized shoe stores and shoe 
departments that have been in service to the public for 
years and years, every attempt is made to give value and 
satisfaction per shoe dollar—rationed or unrationed. 
But you can’t compare the wear value in the rationed 
shoe with the average value in the unrationed shoe. 
There is anywhere from one dollar to X number of 
dollars’ difference due to the customer’s having a ration 
coupon or not having a ration coupon. 

In general, the public is safeguarded in values by 
going into regular stores for regular merchandise— 
rationed or unrationed; but where the public gets taken 
for a ride is in the little shops, on the fringes of trade, 
where novelties, souvenirs and counter goods are vended 
to catch the free-spending dollar. For example, a non- 
rationed shoe that costs slightly less than a dollar, sells 
to the ultimate consumer at five cents less than three 
dollars. You may say that sort of thing has always 
existed but the real reason for mentioning it now is that 
a hundred thousand stores, more or less, who were not 
interested in the shoe business (particularly in ration 
coupons) have suddenly become frantically aware of 
“another item to sell” at a big profit. So you see, it 
is the over-the-counter trade that comes back again in 
a new guise. 

We put our finger on the subject became OPA is now 
making a pricing survey. It has selected at random 211 
shoe manufacturers as being typical of a “good sam- 

[TURN TO PAGE 77, PLEASE] 
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CONTRASTS... 
Characterize FALL STYLES 
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by ELEANOR RUTLEDGE 


| MPORTANT styles nowadays are the ones 
that have survived drastic curtailments in 
range of patterns during the past year or two. 
Manufacturers have reported cuts up to 60 per 
cent in the number of styles in their lines. The 
reason for these reductions is obvious. The 
results have been to help keep production ai 
a higher level and to provide adequate size 
ranges in a few best selling patterns, No one 
can take exception to either achievement. 
What’s more, no one can take exception to the 
styles that have survived. They are the cream 
of the crop. 

What makes the Fall lines attractive and 
interesting? The shoes on these pages illus 
trate their good points as clearly as any group 
could do. Take the sandals. Still the prettiest 
treatment is the ankle strap, broadened at the 
front. Each season, more manufacturers are 
adopting this sty!e. Other attractive variations 
on the sandal] are also shown here, such as 
new ways of using perforations and new vamp 
treatments, including an asymmetric effect ac- 
cented by tear drop perforations. The san- 
dalized shoe with vamp composed of two wide 


Top to bottom. Left column: Tupper; Fawn 
Footwear; Florsheim; Laird Schober. Middle 
column: Natural Bridge; Elias Bros.; one of 
De Luca Debs from Algy; one of Avonettes from 
Avon. Top, alone: Hannahsons. Right column: 
Styl-Eez shoe from Selby; Premier. 





bands giving a high-riding effect continues to 
be important for Fall. Perforations, large and 
small, scallops and nailheads, give variety to 
the pattern. 
The d’Orsay pump alone offers a number 
-of variations. We show these different treat- 
ments in our sketches. There are others, of 
course. Here, however, you will find the 
trimmed and untrimmed d’Orsay, the open 
back and the closed back d’Orsay, the d’Orsay 
trimmed with nailheads on the vamp itself or 
on the ornament, or trimmed with perforations 
outlining the top and the open toe. We in- 
.clude, too, the d’Orsay on wedge heel and on 
platform sole . . . a thick rocker bottom in 
this case. 
And consider the other pumps, especially 
the pump with round throat following the line 
of the wall last and round toe. We show one 
of these in a swagger spectator type with open 
back and closed toe. Another we show with 
closed back and toe on a wall last with an 
ornament that makes it a good day-long shoe 
for wear with tailored or softer clothes. 
Then there are the high-riding shoes, many 
with moccasin effect or center seam vamp 
treatments. Contrasting stitching or perfora- 
[TURN TO PAGE 70, PLEASE] 
hee ee Left column: ow of 
a rampers from C. B. ter ; 
Opposite Extremes Continue to Be Popular. GresfieuBlosnetr ease Gray Bros. Top, 


alone: One of Casual Classics from 


Noteworthy among These Are Very High or Very Marshall, Meadows & Stewart. Middle 


column: A Mademoiselle shoe from 


: Carlisle; One of Fifth Avenue. Casuals 
Low Heels and Very Open, Low-Cut Vamps, or nets Glide Dehehente: Gale hes 


Closed, High-Riding Fronts in Diverse Types. = 4, )lirtption shee from Henry Fr Ren 


from E. P. Reed; Shenanigan by Ford. 
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THE hand-to-mouth existence which re- 
tailers are experiencing today offers little stimulus to the 
imaginations of those gentlemen among them who have 
had a proper background in style and fashion merchandis- 
ing. The current method of showing a customer a pair of 
shoes and remarking “That's it, sir, and you may have it in 
black or brown. . . . That’s all we have at present in your 
size” is dull conversation at best; and very often makes 
for softening of the style brain and for hardening of the 
arteries of fashion merchandising. Worse than that, how- 
ever, it’s a lazy man’s prelude to the inevitable day when 
that customer of yours will want far more than the limited 
choice you're giving him today. Fortunately there is among 
cur more enterprising men’s shoe manufacturers a wealth 
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of style brains ready and anxious to go to work just as soon 
as the restrictions and freeze can be thawed out. Plans 
have been carefully made and many already have striking 
collections of post-war shoes with startling innovations in 
materials and constructions. Other manufacturers have 
taken basically sound patterns of the pre-freeze vintage 
and have made certain refinements in their lasts and pat- 
terns. They work on the premise that these old favorites 
have plenty of merit and once they can be made again of 
first quality materials, they will hit the consumer with an 
impact that will boost him right back to the three or four 
pair brackets. And this group has a background of sound 
promotions and good shoemaking to vindicate their judg- 
ment. Pointing to past performances and with the figures 
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sound Base for “V-Day Styling 


before them, they can indeed make out a strong case that 
our post-war shoes will be a transition from the pre-war 
styling, rather than extreme new innovations, 

Let's take a look at one such record, that of the Curtis 
Shoe Company, where style and fashion merchandising is 
jointly in the able hands of John A. Curtis, Mercer E. Cur- 
lis and Fred I. Barlow. At this Marlboro, Massachusetts 
plant breadth of base has always been the test of each pat- 
tern adopted, and the reasoning behind its styling and 
merchandising. Not always the originators, nor the first to 
launch a style, this factory has nevertheless an enviable 
record of having maintained a continuity of winning 
performances in the decade preceding the war, when styling 

[TURN TO PAGE 64. PLEASE] 
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When pattern restrictions and manufacturers 
are permitted the free use of materials again, 
you'll make several pair sales like the selection 
illustrated above. It’s a picture of pre-freeze 
styles by Curtis Shoe Company and represents 


their style program for early post-war period. 
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The Shoes 
You Have! 
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Mandel's in California Use That 
Policy to Minimize Merchandise 
Shortage and Make Their Four 
Stores Centers for High Style 
Footwear. it Has Stood Them in 
Good Stead, as Evidenced by Their 
Continued Leadership in This Field. 


M. Mandel, left, George Feigenbaum and Mrs. Rose Feizgen- 
haum consider the angle strap pattern. Over 15,000 pairs 
were sold this pust year when many considered them dead. 


“Buy what a manufacturer can best make, then glamourize it and sell it,” has been the 
policy of M. Mandel. Here Mr. Mandel studies sales records of shoes in this classification. 
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From an organization which has 
done a spectacular job of merchandis- 
ing high style women’s shoes in the 
five to twelve-fifty price brackets 
comes pertinent, rational thinking in 
line with current shoe industry con- 
ditions. 

“Buy what the manufacturer can 
best make and ean deliver. Then 
glamourize it and sell it.” 

Succinctly, that is behind the en- 
tire Mandel plan of present day op- 
eration. And it has been amazingly 
successfully. 

Another indication of the Mandel 
thinking is contained in the following: 
“As far back as I can remember there 
have been three factors in shoe re- 
tailing which never seemed to jibe: 
Customers; Merchandise; Salesforce. 

“Only a short while back, we had 
plenty of merchandise and a good 
salesforce, but we were short on cus- 
tomers. Now we have far too many 
customers and are short on merchan- 
dise and a complete salesforce.” 

Labor difficulties and shortages of 
materials prevent manufacturers from 
making what are primarily considered 
high style shoes. Right now the pub 
lic is concentrating its fashion think- 
ing on two elements, high heels and 
platforms. 

One important reason why Mandel’s 
has shoes today is the policy of work- 
ing with the manufacturers. If a 
manufacturer says: he can’t make a 
pattern with cross straps and scallops, 
or ine can't make shoes with rockers 
because of labor difficulties, the store's 
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Plain black calf shoes, although simple, can with proper presentation 
become real style items. 


immediate answer is “Throw it out. 
Tell us what you can make and we 
will switch to that.” 

Again, when shoe rationing first 
was sprung on the industry, frightened 
buyers canceled orders right and left. 
Mr. Mandel went to all his supplying 
factories as well as to some others 
who were making shoes in the types 
he buys, and guaranteed to take all 
the shoes the others had canceled—a 
move which netted this firm many 
thousand pairs of shoes in addition 
to opening up new sources of supply. 

Working with manufacturers las 
always been a Mandel policy. It 
started years ago when many of the 
present concerns were making their 
first bids to get into production and 
needed orders, as well as financial 
backing. 

As manpower restrictions grow in 
factories and the plants lose the 
younger workers who are most capable 
of doing fine detail work, buyers are 
wise if they concentarate on what the 
plants can produce most easily. Buy- 
ing from the maker’s viewpoint means 
many more pairs of shoes on the re- 
tailer’s shelves. 

Just as Mandel’s buy from the 
manufacturer’s angle, they sel] from 
the consumer's point of view. Today 
they have fifty customers to each one 
of three years ago; therefore they 
must have enough merchandise in 
stock to do a fair selling job. 

“One manufacturer gives me 300 
pairs a month; to start selling these 
shoes on arrival wouldn’t mean any- 





thing to our many patrons, so we 
wait, accumulating these shoes month 
by month until enough are on hand 
to provide several days’ selling. Such 
a program warrants newspaper and 
window promotions. Sometimes shoes 
are withheld for a year or more until] 
the time is judged right for their pro- 
motion. 

“What makes a shoe high style does 
not depend so much on when it was 
made, but on how it was made. Last 
year manufacturers told us ankle 
straps were dead, yet Mandel’s sold 
over 15,000 pairs during the past 12 
months.” 

Shoes that are saved for a particu 
lar time or promotion are not released 
to the stores until after Saturday's 
closing time, with the ads appearing 
in the Sunday papers. This gives 
every customer the same opportunity 
to buy the shoes. People know when 
they advertise anything, that it is in 





THE accompanying article was 
based on an interview with M. 
Mandel, together with Rose and 
George Feigenbaum, of the Mandel 
organization. There are four Man- 
del stores, one in downtown Los An- 
geles, one in the Wilshire District 
of that city and those in Hollywood 
and Long Beach. 


Much of the buying is falling now 
on the capable shoulders of Mr. 
Mandel's daughter, Rose, and her 
husband, with the head of the 
house paying more attention to 
merchandising problems. 





stock; thus, often on a Monday 
morning, customers will be lined up 
for a block or more an hour before 
the store opens, in order to buy ad- 
verised high style shoes at regular 
price. 

“Instead of being greedy by trying 
to do a four million dollar shoe busi- 
ness, we are satisfied with doing half 
that volume, as under present condi- 
tions, we feel we can better. serve 
our trade: 

“One thing is certain; for as long 
as we can foresee, the high style pic- 
ture instead of getting better, will 
get worse due to manufacturing and 
material difficulties. 

“If one material becmes scarce 
and another becomes available, Man- 
del’s buyers will accept the alternate. 


[TURN TO PAGE 68, PLEASE] 
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The RETAILER'S Job 
In HOLDING the LINE 


SINcE President Roosevelt’s Hold- 
the-Line order in May, 1943, the cost 
of living has risen only 1.6 per cent. 
OPA is proud of this record, a record 
that could not have been achieved 
without the aid of business and the 
public. 

Even though the rise in the total 
cost of living is a small percentage, 
there is no reason for over-confidence 
regarding the tasks to come in 1945. 
The difficult job of holding the line 
against inflation continues to require 
teamwork between OPA and business. 
It will require the help of all Ameri- 
cans—housekeepers, farmers, laborers, 
office workers—for the savings, in- 
vestment plans and living standards 
of all are at stake. 

The pressure of inflation increases 
with the length of the war. Some 
manufacturing costs are rising and 
careful planning and - pricing are 
necessary to minimize price increases 
to consumers in order to forestall a 
general inflationary rise in prices. 
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With decisive battles still ahead on 
the war fronts, increases of supplies 
to civilians cannot be expected. We 
are facing some of the actual short- 
ages that were predicted in the early 
part of the war. The excess of the 
public’s income over goods and ser- 
vices available reached $38 billion in 
1944 and is still growing. 

At the same time, the income of the 
people continues to rise. There is the 
huge backlog of savings which has 
increased more than $100 billion dur- 
ing the war. Checking accounts in 

« banks amount to more than $60 bil- 
lion, $33 billion more than in 1939. 

Vigilant price control is necessary 
if this money is not greatly reduced 
in value through competition for 
scarce goods. If prices become higher 
and higher, dollars buy less and less. 
Most business men realize how quick- 
ly they would be involved in such dis- 
astrous inflation. An inventory boom 
could get going bringing a collapse of 
values and disappearance of profits. 


CHESTER BOWLES 


Administrator, Office of 
Price Administration 


Inflation Pressures Increase as War Nears 
End; Why Cost Absorption for Distributive 
Trades Is Necessary and How It is to Be 
Applied in Accordance with Industry Earn- 
ings and Product Standards of the OPA. 


In Two Parts: 
PART |! 


Business men would have no sound 
basis for planning peace-time produc- 
tion and selling. They would be at 
the mercy of an unstable price situ- 
ation. 

This very situation is what Con- 
gress sought to avoid when it enacted 
the Price Control Act. Price stabili- 
zation is of prime importance to busi- 
ness men, for they are the ones who 
must plan enterprises of the future. 

Of course, there is the business man 
who reads the headlines some morning 
when the war news looks good, con- 
templates the tempting purchasing 
potentiality, and concludes that OPA 
is a diabolic agency set up to control 
his profits. 

OPA does have a definite purpose. 
It is not to control profits. It is not to 
keep people from spending their 
money. It is to control prices. Work- 
ing increasingly with business, OPA 
has been able to come a long way to- 
ward its goal by using definite pricing 
standards. We must continue to apply 
these standards if the price stabiliza- 
tion we have achieved is to be main- 
tained. 

As you know, OPA is bound by law 
to allow ceiling prices high enough to 
maintain overall earnings before taxes 
for ‘an industry at least equal to its 
earnings in a normal peacetime period. 
This is the industry earnings standard. 

[TURN TO PAGE 60. PLEASE] 
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DEWEY AND ALMY CHEMICAL CO. 


Manufacturers of DAREX INSOLES 








TIME TO BE THINKING ABOUT 








YES, NATURAL BRIDGE is in the picture and 


the picture grows brighter every day. Young. 

gals like our simple tailored lines. Older women NATURAL BRIDGE SHOES belong to the 

love our comfort . . . Who said the fair sex is inner circle of smart shoe society. They're 

fickle? Natural Bridge devotees come back, reigning favorites now with the “name” 

séason after season, year after year! stores that are making retailing news. After 
Victory, we'll be welcoming more worth- 


while dealers to this retail social register. 
Perhaps you'd like to be among them! 
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DISTANT POINTS SLIGHTLY HIGHER 
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WIN... PLACE ... SHOW ! We're overlook- 
ing no bets and placing our national advertis- 
ing dollars on these favorites! (After all, 3 
million women readers of Good Housekeep- 
ing, Vogue, Mademoiselle and New York 
Times Magazine can’t be wrong). 
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In the little more than five years 
since Norman Rosenzweig opened his 
second children’s shoe shop it has be- 
come something of a show place in 
that community section of Chicago 
known as Nortown. He already had 
one shop devoted exclusively to in- 
fants’ and children’s shoes under the 
name of Kiddy Kicks, located at 1236 

- East 53rd Street. So successful was 
this, both in appearance and opera- 
tion, that in the Fall of 1939 the sec- 
ond unit was opened duplicating the 
first, this one situated at 6342 N. 
Western Avenue. 

Footwear from cradle to college is 
carried, and everything is worked out 
to appeal to the young customer. 
Upon entering one sees on the op- 
posite wall an electrically animated 
rendition of the “cow jumps over the 
moon,” with not only the cow in mo- 
tion making her arc over the moon, 

| but the little dog laughing, the cat 
® playing the fiddle, etc. Flanking this 
| Sene are two mammoth drums which 
‘Serve as decoration over the two cur- 
Stained doors leading into the stock- 
Tooms. The lower halves of the side 
walls are composed of giant building 
s in natural wood decorated with 
bright blue and red train and animal 
‘Silhouettes alternating with alphabet 
: On the upper halves of the 
‘walls are large figures depicting well 
Known fairy tale characters. These, 
too, are animated. The fitting stools 















_ ietters. 
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FOR CHILDREN ONLY 


are gray elephants with red leather 
“saddles.” The top of the wall close 
to the ceiling carries a small frieze of 
circus parade figures. Thus, no mat- 
ter where a child’s glance may stop, 
there is an object to interest and in- 
trigue him. 

Jean Fontaine has been manager of 
this shop almost since its beginning, 
and under his direction an efficient 
and effective direct-mail program has 

[TURN TO PAGE 62, PLEASE] 


JEAN FONTAINE 


Left: View of the Kiddy Kicks 
store from the entrance. The 
panel at the rear illustrates “the 


cow jumped over the moon.” 


Below: Each child customer 
has an imprint of his foot made, 
and this is kept on file together 
with pertinent information on 
the child's foot needs. 
















Sample birthday card sent by the 
Kiddy Kicks organization to each 
child customer. 
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Stored Up Shoe Demand to Provide 


Post-War 
Jobs 


Tremendous Potential Purchasing 
Power Will Keep Industry Busy 
for Long Period After the Peace. 


by W. M. JARMAN, 


President, General Shoe Corporation, 
Nashville, Tennessee 


THE question that has everybody worried is whether or 
not there will be enough jobs for all who want to work 
in the postwar period. There has been much speculation 
on how many people would want to work and how much 
industry could absorb. 

Nobody knows the answers to these questions and all 
anybody can offer is his best opinion. With that qualifica- 
tion, I will try to give you the viewpoint of the manage- 
ment of General Shoe Corporation as we see the picture 
after considerable study. 

In the first place, we believe full employment throughout 
the country is one of the most necessary factors for our 
happiness and prosperity. It is essential to have full em- 
ployment in order to have a high national income; the 
only way we can raise enough taxes to balance our budget 
is to have a high national income. Furthermore. industry 
can sell its products only to people who are employed. It 
can’t sell to people who don’t have jobs. 

In our opinion, the only factor that should limit the in- 
crease of the standard of living of the people of this coun- 
try is the number of people who want to work. Industry 
in this country should be able to put 75,000,000 people to 
work if there are that many people who are able and have 
a real desire to work. There probably will not be more 
than 56,000,000 to 58,000,000 people in this country, after 
our military services have been demobilized, who will want 
to work and who will be qualified to do useful work. And 
certainly every one of those is entitled to a job. In fact. 
there should be more job opportunities than there are 
people looking for jobs, so that those with training and 
experience can select the places which make best use of 
their qualifications. 

Undoubtedly in the year following the war some very 
difficult adjustments will be necessary to convert industry 
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from a war basis to a peacetime basis. This will hit a lot 
of other industries harder than it will the shoe business. 
It. won’t affect the shoe business to any great extent. But 
in the airplane industry and the ship-building industry 
and other heavy industries, it will require some time to 
convert those plants to useful civilian purposes. We may 
see migration of labor from one spot to another in this 
transitional period. 

In the history of our country there has always been a 
considerable group of people who like to switch jobs from 
time to time, which means that they are out of work part 
of the time; there are others who find it difficult to work 
with others, and therefore cannot be happily situated in 
any business. 

Fortunately these groups do not amount to a large num- 
ber. Most people in this country want to work; they want 
an opportunity to advance, to support their families and 
to live comfortably. 

We in the shoe business are in a more fortunate position 
than a great many other industries. In the first place, our 
reconversion problem is negligible compared with that fac- 
ing other industries; in the second place, the shoe busi- 
ness is a stable industry—it doesn’t vary greatly from one 
year to the next. _ 

There is a tremendous potential demand for shoes which 
will keep the shoe industry busy during the reconversion 
period and for years after that. Shoe rationing has held 
down the consumption of new shoes; people are wearing 
out the shoes they have at home. Shoe retailers’ stocks are 
extremely low. It will be some time before stocks are built 
up to a normal level necessary if customers are to be 
fitted properly. These factors should keep the shoe busi- 


ness busy in the postwar period. 
. [TuRN TO PAGE 71, PLEASE] 


Boot and Shoe. Recorder 














Nobox 
sure man 
on the Su 


With the 
top shoe | 
lo every 1 
men’s, we 
in at no « 
selling ex 


No magic 
chandisin; 
come pea 
fast-readit 
your. copy 











try 

to 
ay 
his 


1a 
om 
art 
ork 


in 


m- 
ant 
ind 















} \ ' 
Pg X 
Nobody believes in crystal gazing— —but you can be 
sure many a successful shoe man’s future will be built 


on the Sundial set-up for postwar. 


With the one single brand name—Sundial—you will have 
top shoe value, a fine assortment of shoe styles to appeal 
lo every member of the family. The extra sales on your 
men's, women’s and children’s shoes will come rolling 
in at no extra selling time, no extra effort and no extra 
selling expense. 


No magic to it—just a common sense program of mer- 
thandising developed by Sundial for Sundial merchants, 
come peace. It's quickly and simply explained in our 
fast-reading booklet, “The Sundial Story”. Send for 
jour-copy. It's yours simply for the asking. 
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DIVISION OF INTERNATIONAL SHOE COMPANY 
MANCHESTER, NEW HAMPSHIRE 

















The Celastic Interval — 
when the TOE Style of the 
Last becomes the TOE Style 
of the Shoe. 


Between “Toe Lasting” and “Last- 

Pulling” the Celastic Box Toe estab- 

lishes its permanent toe character. 

During this time on the last—“the 

Celastic Interval” — the lining, box 

toe and doubler are fused into a 

&  three-plyunit.In sucha toe structure 

be there is ample strength and resili- 

, j f ency to maintain the contour of 
Colasli ag the toe and to assure toe comfort 


gids throughout the wear-life of the shoe. 
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Charles H. Carson, director of advertising for the Roanoke, 
(Va.), Times & World News, who conducts a column entitled "The Party Line" 

in the publication Editor & Publisher, wrote for the April 7th issue: 

"OPA has issued a new shoe ration book for discharged service men and women. 
Contains two valid coupons instead of the one as in the past. Your shoe 
merchant should remember, too, that the little woman's feet are apt to be 
larger, due to more walking—and that service men are going to demand a better 
shoe in keeping with what they have been used to—-wider toes, more flexible 
leather. Now they know what a shoe should be and your merchant can't get 
away with telling him what hs should have.” 

Aside from the slight error of fact in the reference to a new shoe 
ration book, we wish Mr. Carson had the opportunity to interview a cross- 
section of service men before he wrote. that paragraph. One of the things the 
average soldier looks forward to most when he gets his honorable discharge, is 
to get his feet back into a pair of good Civilian shoes, fitted with the skill 
and advice of a competent retail shoe salesman. 

Not that the G.I. shoes aren't good shoes, considered from the view- 
point of their function and purpose. They can stand a lot of punishment 
under tough conditions, slogging through mud and slush or hiking over rough 
terrain. But nobody ever accused an Army shoe before of being flexible, and 
the service man looks forward to the day when he can have a smart stylish last 
instead of the wide awkward—looking toe that Uncle Sam prescribes. The Army 
has tried to do a fitting job and succeeded pretty well considering the 
conditions under which it had to work. But the Supply Sergeant wasn't always 
a shoe man, and when the right size wasn't in stock, the soldier took what 
was left. 

There used to be an old saying "Let the shoemaker stick to his * 
last," and its meaning was fairly obvious. Perhaps it might be fully as 
pertinent to suggest that the newspaper man stick to his shears and his paste 
pot—at least until he's sure of his facts. 

* * @# 

The story behind the absence of price increases for shoes bearing 
treated soles is that after OPA pointed out that the original ceilings on good 
quality sole leather had never been changed, even though the sole leather now 
available is of much lower grade, agitation for such increases disappeared. 

* + * 

The Department of Commerce reports that shoe sales in Canada in 1944 
underwent the characteristic seasonal pattern but the fluctuations were not as 
violent as those which occurred in the early part of 1943, when a shoe- 
rationing scare swept Canada. The maximum index for 1944 of 191.3, which 
was reached in November, was less than the maximum of 221.7 in February, 1945. 
The average for 1944 was 172.3 an increase of 6 per cent from the preceding 
year. The low point in sales of shoes in recent years was reached in November, 
1938, when the index was 8l. Since that time the general trend has been upward, 
although many Canadians are in the armed forces and their shoe requirements 
are met by the government. Despite the earlier scare, shoes have not yet 
been rationed in the Dominion. need 


It is reliably reported that the Army has been requested to stop 
Shipping overseas bacon still bearing the rind. Bacon rind  [TuRN To PACE 68, PLEASE) 
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YOU BET THEY'RE WORTH 
THAT 


RATION COUPON/; 


NO QUOTAS 
JUNE 1ST DELIVERY 


RATIONED 


CASE LOTS ONLY 
$1.75 PER PAIR 


EET the head man in every American family, fortunate 
enough to have one. You're right, it’s his majesty, the 
baby; and he'll get the best of food, the finest care and as 
many shoe coupons as he needs to fit his precious feet. He'll 
get his share of these Edwards Softees, so important to his 
foot health now . . . Worth that valuable coupon? Mothers 
say yes, when they see Edwards Softees in genuine Nurroco 
and with pliant leather soles. Write or wire your requirements 
today. June Ist delivery. No quotas as yet, and orders will be 
filled as they are received. Enclose ration check with your order. 


STYLE 1011 
CASE #3 IN THE FOLLOWING SIZES 


J. EDWARDS & COMP ANY 314-322 NORTH TWELFTH ST., PHILADELPHIA 7, PENNA. 


May |, 1945 














ae 
ee = 


ee ee eee 


= 


Se a ee eee 


a ots aA tin oe Tee Segoe 


DR. SCHOLL’S SENSATIONAL NEW 


SULFA 


FORMULA FOR 


ATHLETE'S 
FOOT 


A POWDER PREPARATION! 
SELLS ON SIGHT! HAS POWER 


FUL NATIONAL ADVERTISING 
CAMPAIGN BEHIND IT! A WINNER FOR YOU! 


kaa biggest news in years on Athlete’s Foot preparations is out! It’s Dr. Scholl’s 
Sulfa Soivex, a remarkably effective new powder preparation containing Sulfa- 
thiazole, the miracle drug for helping fight secondary infections, often occurring in 
Athlete’s Foot. No other formula is like it. No other meets the needs of millions of 
sufferers from Athlete’s Foot so completely as Dr. Scholl’s Sulfa Solvex. Now being 
promoted by a powerful advertising campaign in leading magazines, Sunday Supple- 
ments and daily newspapers. It will appeal to countless thousands. Order now! 


Sold by prescription only in states requiring it 


EXTRA BONUS DEAL 
D! Scholls Sutra Sowvex 




















13 in Display Container. You Pay for Only 12 
Wholesale, $4.00 doz. Retail, 50¢. Fair Trade, 45¢ 


Deal for a limited time only 


ata Bnew y oor on 
. " . 


THE SCHOLL MFG. CO., Inc., 213 W. Schiller St., Chicago « 62 W. 14th St.; New York 
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WHITES LEAD MIAMI SALES 


A SURVEY of shoe shops and de- 
partments in Miami fits into the ad- 


yertising of one shop: “We're look- 
ing for a white season.” Most shops 
are reporting more than 50 per cent 
of volume in the all-white shoe. One 
) buyer,“ however, says that there is a 
f nice demand for black and colored 
shoes, and if he could get them the 
white percentage would be somewhat 
less. 

Another buyer is stating that the 
interest in high and medium heels 
is due to the frilly feminine fashions 
of the day—all due to the fact that 
returning men want to see their 
womenfolk attired in such clothes. 
Naturally it takes a high heel to fit 
into such a picture. And that is also a 
reason given for the fussiness of some 
shoes, the perky bows, fancy trim 
and general air of dressiness. 

Flats continue to account for at 
least 25 per cent of sales volume. 
Exceptionally high heels are running 
about 20 per cent. 

Easter business was ahead of what 
it was a year ago. There appears to 
be less hoarding of ration stamps, 
people feeling that it will be safer 
to use them while valid than to take 
a chance of having a general can- 
cellation order come through as it 
did some months ago on red and blue 
points. 

There is a general call for two 
“tones, but few dealers have much to 
offer. For years many women have 
depended on the classic two-tone 
pump as a basic shoe and now are 
) upset because it cannot be had. 

Several of the buyers for more ex- 
clusive shops feel that the fabric shoe 
is coming into the picture, and while 
there is nothing to report as yet as 
' to its acceptance, the general belief 
is that it is something to watch closely 
during the coming months. 

In the non-rationed shoe the story 
Temains the same; women are satisfy- 
ing their need or desire for color in 
these shoes. And where it is possible 
to match the shoe with a bag, then 
in 90 per cent of sales it is a multiple 
one, 

Another new note in the shoe pic- 
ture in this locality is the growing 
demand for evening shoes, good ones 
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that call for a ration stamp. One 
buyer is making a special trip into 
markets to see what is to be had in 


this line. 
* * * 


NEW YORK BUSINESS 
HOLDS UP WELL 


THERE has been no_ perceptible 
let-down in shoe stores and depart- 
ments in New York, according to a 
representative group of merchants of 
men’s, women’s and children’s shoes, 
reporting on business in the post- 
Easter period. Low inventories are 
a matter of concern to all stores, 
especially the better grade, higher 
price brackets. 

Women’s dark shoes are selling to 
such an extent that some women’s de- 
partments consider that they will have 
nothing but white and tan and white 
shoes for some weeks before the early 
Fall deliveries of dark shoes begin 
to come. In some stores these are not 
expected before August. One stores 
that had a good stock of reptile shoes 
has done very well with these in a 
variety of colors, blacks, browns, a 
few navy blues, reds and greens. 
They have had sandals and opera 
pumps in all these colors in alligator, 
snakeskin and lizard. Another store 
reports doing a big volume on ra- 
tioned casuals with platform soles and 
wedge heels. In general, shoe de- 
partments selling women’s shoes are 
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Black in both low and high 


heel models are offered by Saks Fitth 
Avenue, Detroit, 


Mich. 











“selling everything.” Open backs con- 
tinue strong even in conservative 
‘stores. The young element goes for 
high platforms, many nailheads and 
high heels. 

In the children’s departments busi- 
ness also continues to be very good. 
The lack there, according to several 
merchants, is especially in white and 
black patent leather, dressy shoes in 
other words. Stores that have car- 
ried children’s unrationed shoes 
throughout the year report very good 
response. 

Men’s departments and stores also 
report continuing good business. Those 
who have sport shoes say they are sell- 
ing well, but the quota limits have 
caused many retailers to question the 
advisability of buying any more sport 
shoes at this time. They feel that they 
might better put the pairage that 
would normally go into saddles or 
other tan and white combinations into 
other types of men’s shoes for busi- 
ness year. In many men’s shoe de- 
partments the plain toe oxford con- 
tinues to be a best seller. 


SALES CONTINUE GOOD 
IN DETROIT 


MERCHANDISING policies of De- 
troit stores have shown a marked 
resiliency under wartime difficulties 
of operation, strongly typified cur- 
rently in the marked increase in 
Spring advertising being done. Despite 
short stocks and the general back- 
ground of feeling that “we're better 
off if we don’t sell so many shoes,” 
there has been a marked increase in 
lineage used among major stores. 
This is of course largely accounted for 
by the fact that Easter fell in the 
past month. More emphasis in ad- 
vertising copy is being placed cur- 
rently on the non-utilitarian type of 
shoe than has been common for some 
time. 

Shoe volume has been good for the 
month, in general considerably in ex- 
cess of a year ago in most adult de- 
partments. Shoe traffic has been even 
heavier, with stores generally report- 
ing as large crowds as they can con- 
veniently handle, even since Easter. 
However, actual sales have been 
much smaller. At least one leading 
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downtown store reports that they can 
sell only one customer out of five 
today, because of the general short- 
age of stocks. This is less because 
of not being able to fit the customer 
in some kind of shoe, than in lack of 
variety of stock in the styles the cus- 
tomer prefers, especially with the 
feminine trade. In general, the larger 
stores appear to have a modestly satis- 
factory range of sizes still. 

Operating problems are taxing the 
resources of local shoe men heavily. 
Major current problem was the 
necessity of filling out the price in- 
ventory charts, which required many 
hours of papc: work from already 
overburdened store staffs. Detroit 
stores, in general, stayed away from 
the drastic choice of closing down to 
handle their paper work problem, but 
there was some sentiment for this. 
with shoe men voicing the belief that 
total closing would have been an 
actual. help, since it would have con- 
served their dwindling stocks. 


Best off among local stores are 
those whose buyers have done an all- 
out job of going to the markets to 
buy stocks. In this way, they have 
been able to keep enough merchan- 
dise on their shelves to handle Easter 
trade with some satisfaction, and re- 


stock afterward in some instances. 
* * * 


BRISK TRADE IN CHICAGO 
STORES 


ALTHOUGH there was some dim- 
inution of selling just after Easter, 
the shoe trade continued brisk in 
all Chicago stores and shops. Most 
retailers had hoped there would be 
more of a slump than there was, as 
more and more of them try to 
“stretch” out their stocks over the 
longest time possible. Most sales- 
people are instructed to do no urging 
in their gelling. If a customer dis- 
plays the slighest sales resistance, of 
he is not quite satisfied with the fit 
or style, the salesman has been told 
to use no pressure whatsoever. 

It is significant of the times that 
Marshall Field’s are now including 
non-rationed shoes in their Young 
Moderns section, the only “upstairs” 
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Hess of Baltimore, Md., features the 
popular Cherry Patent in both shoes 
and motching bags. 





department in this store to carry this 
classification of footwear. 

Shown are six different styles in 
gabardine—black, navy and white. 
No brown is included because the 
buyer felt that the browns available 
were not the deep rich tone wanted 
in footwear. All models are done on 
platform soles with high heels, some 
styles featuring nailhead studding on 
straps or soles. Prices are from $7.95 
to $9.95. In a measure the inclusion 
of this merchandise is in the nature 
of an experiment here, io discover 
whether Field’s trade will accept non- 
rationed shoes with any degree of en- 
thusiasm. At present writing the 
shoes are too newly introduced to pro- 
vide a customer reaction. 

In the higher priced brackets? as 
in Field’s Salon, there is continued 
demand for colored reptiles. On be- 
ing able to get the wanted color in 
these, the customer is often very much 
surprised to learn there is not a wide 
choice of handbags to match. Re- 
cently there has been something of 
a spurt in ringtail lizard in the 
natural tan or gray. Apparently the 
reason for this is that “the color 


goes with everything.” On the other 


hand brilliant fashion colors like 
fuchsia, Kelly green, scarlet, purple, 
in calf and in suede, are among the 
Salon’s best sellers too. 

The demand for patent and navy 
is still everywhere apparent and the 
more open the shoe the more quickly 
it sells. In utility shoes the low-heeled 
sling-back is number one choice in 
calfskin first, then in suede. The center 


——. 


seam gypsy vamp is especially popu- 
lar and the heavier extension sole is ~ 
well liked. Flats are today selling in 
all price ranges, from $6.95 to $14.75, 
In the lower price ranges O’Connor & 
Goldberg have been featuring patents 
in low-heeled wedgies in a variety 
of styles. Also emphasized here 
through a series of good sized ads 
have been composition soles on men’s 
shoes. With the sudden appearance 
for a few days of almost mid-Summer 
temperatures, the demand for white 
shoes gathered momentum. In many 
stores white footwear has not yet 


arrived in stock to any great extent 
so that retailers for the most part 
have not been able to meet this con- 
sumer demand. However there is no 
merchant dissatisfaction on this score 
because all would rather hold off on 
this selling until later in the season. 
* + #* 
PHILADELPHIA SALES: UP 
30 PER CENT 


RETAIL sales of shoes in the Phila- 
delphia area exceeded seasonal expec- 
tation during February and increased 
30 per cent over the same month a 
year ago. 

An increase of 14 per cent for Feb- 
ruary over the previous month, and an 
increase of 19 per cent in the total 
volume for the first two months of this * 
year compared with the same two 
months of last year were reported re- 
cently by the Federal Reserve Bank 
of Philadelphia for stores reporting in 
their district. 

Inventories, however, declined 24 
per cent for February below the pre- 
vious month, and 33 per cent under 
the same month a year ago. 

Wholesale trade of boots and shoes 
was reported as 10 per cent under the 
previous month and 8 per cent below 
trade for February a year ago. Pro- 
duction of shoes showed a decline 
during February of 5 per cent under 
the previous month but was 2 per cent 
above the same month a year ago, and 
total production for the first two 
months of this year increased 3 per 
cent over the same two months of last 
year. 
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How Geek 


“THE most serious period in the shoe industry since the 
beginning of the war” is the description one manufacturer 
in the New York area gave of current conditions during 
the recent buying period. Retailers, realizing the manu- 
facturers’ problems more clearly than heretofore, are 
reported to be cooperating in every possible way to help 
them to iron out production problems. With the present 
shortages in materials, as well as manpower, their coopera- 
tion consists mainly in being willing to take whatever the 
manufacturers can give them in whatever styles and mate- 
rials are available. -As one maker of very fine, high style 
shoes put it, “They are buying anything they can get, for 
any delivery period, in any material, with or without plat- 
forms.” 

The average line, however, is being bought for August, 
September, October and November deliveries, according to 
another manufacturer. Some retailers are planning to 
come back in June to buy for November and December. 
All are anxious for more units and hope that, here and 
there, they can get a little more by frequent visits to their 
markets. A feeling of hopefulness is prevalent among mer- 
chants, according to a number of manufacturers. They are 
optimistic that the next buying season will see very much 
improved conditions. This feeling is not universal, how- 
ever, and some retailers are so involved in immediate prob- 
lems that they do not look ahead. 

With business up in stores anywhere from 40 to 60 per 
cent and allotments cut about 10 per cent, merchants are 
finding themselves in a very serious position. More and 
more they are considering ways of limiting sales to one 
pair per customer in order to provide a more equitable 
distribution of available merchandise. 

Although merchants are taking what the manufacturers 
can sell them, they have definite preferences, according to 
quality shoemakers in the New York area. Black suede 
and black calf . . . “anything black” . . . are their first 
requests. Owing to the shortage of this color and these 
leathers, they are obliged to transfer some of these orders 
to brown, tan and other colors. One manufacturer in this 
area gives the percentages as approximately 40 black, 20 
town brown, 15 blue, 5 Army russet, 5 red and the -re- 
mainder novelty colors. A growing demand for more low 
heel shoes, down to 7/8 and 4/8, is reported; also for more 
closed backs with either open or closed toes. 


Chivage 
I N the very middle of the “very tightest leather situation 
in the history of the shoe industry,” manufacturers express 


themselves in a state of uncertainty as to where they'll go 
from here, With the military making ever further drains 













upon their resources they state there is nothing to do 
to try and make the best of a very unpromising situati 
Hopes still run high that the third quarter of the year 
begin to see an easing up as the military picture in Europe 
continues to improve. 

With the announcement by WPB that two million yards 
of shoe gabardine will be allotted to the industry during 
the present three-month period, some houses in this area 
become more sanguine in their outlook. But there are also 
those who have never used anything but leather for their 
models and who have built up a reputation for top-notch” 
quality through the years. Quite naturally they feel that 
a fabric shoe from them is not in keeping with the stand- 
ards they have set. They question whether their dealers 
will be satisfied with fabric shoes from their factories. 

On the other hand they must approach the problem real- 
istically. If they decide not to use fabric for shoes, they 
may find themselves in the position of not making shoes at 
all for some time to come. Thus they feel they are con- 
fronted with the old problem of being “between the devil 
and the deep blue—.” Some designers believe the present 
situation is a challenge to their ingenuity while others 
maintain it is a major obstacle to quality merchandise. 
But this is a crisis and must be met if manufacturers are 
to stay in business. The real fear of course is that fabric 
shoes carry a stigma as a war-born substitute and therefore 
the manufacturer reflects the retailer's fear of “being 
stuck” with unsalable merchandise once the hide and 





leather situation improves. And the 

However, in the main, most agree that this hoped-for point of 

improvement is still far distant, for even with success in atyour : 
the ETO assured there will not be an easing of the flow 

of hides to the shoe manufacturer within a short space of — § Yeu kne 

time. Therefore shoe factories must come to a decision § “tildren 

as to their future policy in this regard for even the very ff “mstruc 

large operator no longer has any large backlog of material constan' 

with which to carry on for an indefinite period. “Cuddle 
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In the two weeks ended April 21, New England manufac- Yes, just 

turers and wholesalers have seen more merchant buyers sell — n 

than during any period of similar length since the early SHOES T 


part of 1942. Most-of them, particularly retailers who car- 
ry medium and high grade lines, want leather shoes for 
Fall and their skepticism regarding shortages, at least in 
some cases, had to be counteracted by taking them to visit 
South Street leather stores. Only after listening to the tan- 
ners were they satisfied that manufacturers, who have been 
bombarding them with letters explaining that conditions 
were rapidly deteriorating, were really telling the truth. 
Despite their acceptance of the facts given them by tan- 
ners, they still were reluctant to place orders for fabric “J 
[TURN TO PAGE 64, PLEASE] 
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“IT WAS REALLY THE MISSUS’ IDEA” 


Yes, the missus has supplied many a Trimfoot worker with an idea that has helped im- 
prove Trimfoot children’s shoes. There’s nothing unusual about that, when you realize 


the spirit that prevails here at Trimfoot. Trimfoot Teamwork, we call it...where everyone 
is a member of the team . . . all working together to make Trimfoot shoes always better! 


And the missus’ ideas are always double welcome—she has the practical 
point of view ... the same point of view as the mothers who buy shoes 
atyour store. 


You know the importance of knowing what your customers want. In 
children’s shoes, it’s usually a better fit — longer wear — and finer 
construction. Those qualities are the ones that we here at Trimfoot are 
constantly working to improve. For instance —Trimfoot’s patented 
“Cuddle-Back” heel was designed to make baby shoes cling naturally 
to tiny feet without tight lacing—and in “walker” sizes, to help keep 
the foot back in place to preserve room for toes to grow. 


Today, however, there is one benefit of Trimfoot ingenuity and team- 
work that stands out above all the rest . . . and that is Trimfoot’s splendid 
record of MAKING DELIVERIES OF ESTABLISHED DEALER QUOTAS to all 
Trimfoot dealers — large and small alike! 


Yes, just as Trimfoot dealers have always had the very best in shoes to 
sell — now they have the best in sales . . . because Trimfoot Gets THEM 
SHOES TO SELL! 


PRE-SCHOOL 
SHOES 


rTeRRACE SS FARMINGTON MISSOUR 
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Plan Transition to Part-Peace Economy 


- 

Q RGANIZATION of a committee that 
will be responsible for working out the 
details of delicate problems involved in 
modifying and relaxing war and war- 
supporting production controls on in- 
dustry, was announced April 8 by 
J. A. Krug, chairman of the War Pro- 
duction Board. 

The committee, to be known as the 
“Committee on Period One” (CPO), 
will also be responsible for timing of 
the measures that will be taken and 
for the formulation of an over-all pat- 
tern to be followed as a guide in aiding 
the resumption of civilian production 
following “Victory-in-Europe” Day. 
“Period One” is the name given to the 
time expected to elapse between vic- 
tory in Europe and victory over Japan. 

This new group, which already has 
been working to- make the coming re- 
conversion transition period as orderly 
as possible, consists of 16 top WPB of- 
ficials representing all phases of the 
agency’s operations. It is similar in 
eomposition and duties to the “Codcave” 
committee (Committee on Demobiliza- 
tion of Controls After Victory in 
Europe), which was set up by WPB 
last Fall when the defeat of Germany 
looked imminent. 

It will be the policy of the committee 
to consult with a'l segments of industry 
so far as possible before final action is 
taken. The CPO is also consulting with 
other affected Government agencies to 
ensure coordination of all Government 
reconversion plans. 

Chairman of the new committee is 
J. D. Small, executive officer of the 
War Production Board; the vice chair- 
man is S. W. Anderson, Program Vice 
Chairman and Chairman of the Re- 
quirements Committee; the CPO Execu- 
tive is W. E. Haines, executive Assis- 
tant to the Program Vice Chairman. 

Other members of the committee are: 
W. C. Skuce, executive officer of the Of- 
fice of Operations Vice Chairman; 
Lineoln Gordon, Deputy Program Vice 
Chairman; Samuel L. Shober, Jr., 
Deputy Vice Chairman for Field Dis- 
tribution Operations; Edward Brown- 
ing, Jr., Deputy Vice Chairman for 
International Supvlv; A. C. C. Hill, 
Jr., Deputy Vice Chairman for Civilian 
Requirements: James Douglas. Devuty 
Metals and Minerals Vice Chairman; 
Bernard L. Lamb, of the Office of Re- 
conversion of the Smaller War Plants 
Corporation; George Seltzer, Special 
Assistant to the Vice Chairman for 
Labor Production; Maj. Ralph Hetzel, 





Deputy Vice Chairman for Manpower 
Requirements; John H. Martin, Deputy 
Chairman, Production Readjustment 
Committee; I. N. P. Stokes, 2nd, Assis- 
tant General Counsel; Bertrand Fox, 
director, Bureau of Program & Statis- 
tics; Mrs. Prudence Bowen, of the Office 
of Procedures, and Charles Weiler. 
deputy director, Office of War Utilities. 

The committee is divided into eleven 
principal sub-committees, each charged 
with certain phases of the over-all 
problem. 


How to Get Gabardine 
For Shoe Manufacturing 


Procedures to be followed by shoe 
manufacturers and shoe fabric sup- 
pliers in obtaining gabardine for use 
in non-rationed type civilian footwear 








Directs Sole Treatment 





JAMES H. HANSEN 


In view of the acute leather shortage, 
War Production Board is extending the 
Sole Treating Program begun last year. 
Mr. Hansen, formerly assistant director 
of the eo at Division, will direct 
this program. Fred L. Ayers, who di- 
reuted the technical — of the original 
program assists Mr. Hansen in promoting 
the expanded program, together with 
other conservation matters pertaining to 
leather and shoes. M-. Hansen joined 
the staff of WPB in 1942, as a consult- 
ant in the $ Branch of the 

Conservation Division. 








to be produced under the shoe gabar. 
dine fabric program announced Apri 
5, 1945, have been set forth by the War 
Production Board. 

WPB estimates that approximately 
1,900,000 yards of this material will be 
made available during the second quar. 
ter of 1945, of which, however, only a 
small quantity will be available before 
June. During the third and fourth 
quarters it is estimated that 1,350,000 
yards will be available monthly. 

Inasmuch as shoe gabardine requires 
further processing before it is suitable 
for use by shoe manufacturers, appli- 
cations to obtain a rating for the pur. 
chase of this material will be confined 
principally to persons who processed 
shoe fabric materals and distributed 
them to-shoe manufacturers during 
1944, WPB said. However, shoe manv- 
facturers so desiring may apply for a 
rating, provided they furnish with their 
applications written authority from 
their shoe fabric supplier or converter 
to charge any such allocation of mate- 
rial against the quotas of that shoe 
fabric supplier. 

Applicants should apply on Form 
WPB-541 filed with the Shoe Branch, 
Textile, Clothing and Leather Bureau, 
WPB, Washington 25, D. C. Applica- 
tion forms may be obtained from any 
WPB Field or Regional Office. 

Shoe manufacturers desiring to ap- 
ply for a rating for this material should 
state either on Form WPB-541 or by 
letter accompanying the application 
form: 

1. The shoe manufacturer’s quota 
number. 

2. That the materials applied for on 
Form WPB-541 are to be processed 
into shoe uppers (not slippers). 

- 8. The types of shoes to be made and 
the number of pairs scheduled for pro- 
duction. 

4. That the total of his inventory of 
materials applied for is less than a 
normal 45-day supplv. A 45-day inven- 
torv shall be deemed the quantity of 
such fabric actually used for the pro- 
duction of shoes during the preceding 
45 days, or. in the event that an in- 
creased production of shoes utilizing 
this material is planned, then, a 45-day 
inventory shall be deemed to be the 
upper fabric reauired to produce his 
scheduled production of such shoes dur- 
ing the next 45 days. 

5. In addition he must certify that 
he will not offer for sale, or resell, to 
anv person anv certified fabric mate 
rial for which this aprlication is made 
without sverifie written anthorization 
from the War Producton Board. 
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New Spring Styles in Footwear for Free Parisiennes 





Brown calf oxford with tiered Cuban 
heel, platform sole. 





Shoes at the present time are scarce 


and expensive in France. Above is 
a style likely to be popular when 
leather is again available in larger 
quantities. It's made of light brows 
kidskin with high, closed throat, 
buckle fastener, high French heels. 





Fashionable wedgie, dark brown 
suede, reptile trim. 





The Retailer’s Job in Holding the Line 


In controlling prices, we have to talk 
about profits because prices and costs 
govern profits. Actually, the use of the 
industry earnings standard in deter- 
mining when an industry needs a price 
adjustment puts a floor under profits. 

In addition to the industry earnings 
standard, a product standard is applied 
to insure fair and equitable prices on a 
particular product sold by a multi- 
product industry. 

Two other factors complete our pric- 
ing policy. They are special pricing 
standards set by law for agricultural 
commodities and products made from 
them and pricing working out with 
other war agencies in order to secure 
the maximum production of vital war 
and civilian supplies. 

At OPA we have followed this policy 
consistently keeping always in mind 
our fundamental purpose, to stabilize 
prices. We would be failing in our pur- 
pose if we did not examine carefully 
every request for price increases, how- 
ever small, to prevent all price increases 
not called for by our standards. 

The success in holding the cost of 
living down is due largely to a 3.9 per 
cent decrease since May, 1943, in the 
retail price of food, for food is about 
40 per cent of the average family 
budget. Rents remained relatively 
stable, but all other cost-of-living items 
increased. Clothing prices to the con- 
sumer rose almost 11.6 per cent, and 
house-furnishing prices rose 14.3 per 
cent. 

Clearly, to hold down the pressure 


[CONTINUED FROM PAGE 42] 


of inflation,,OPA must not only main- 
tain every bit of tight control on food 
prices but also must improve its con- 
trols of all other commodities. 

The pricing policy of OPA is not 
simply a cost-plus formula whereby 
every increase in wage rates and mate- 
rial prices are matched dollar for dol- 
lar by a corresponding increase in price 
ceilings at each succeeding level of pro- 
duction or distribution. Such a practice 
would not be price control. Costs would 
be bound to chase each price increase, 
and the inflation spiral we have worked 
for years to keep down would be on its 
giddy upward way. 

Cost absorption is the prime prin- 
ciple of price control. A number of con- 
sequences of war-time business makes 
its use possible. Just because wages 
and material prices have gone up 
doesn’t necessarily mean that unit costs 
have gone up; for at the same time, 
many cost-reducing factors have been 
at work. 

War-time conditions and war-time 
volume make possible the absorption of 
some actual cost increases: that is, a 
reduction in the margin between cost 
per unit and selling prices actually 
realized. 

This principle of requiring absorp- 
tion of cost increases has been used by 
OPA in fixing price ceilings at the man- 
ufacturers’ level practically since Pearl 
Harbor. It is not a new price control 
theory. From time to time, wholesalers 
and retailers have been required to ab- 
sorb cost increases. A particular case 


is that of retail furniture dealers wh 











absorbed a 5 per cent increase in mane 
facturers’ prices of wooden furnitute 
last year. The average percentage mar 
gins of wholesale and retail grocen 
have been reduced somewhat by OPA 
specified margins. 


Still OPA has not in the past had 
standards of cost absorption for whole 
salers and retailers as definite and as 
uniform as those for the manufacturer. 


Definite cost absorption standards for 
distributive trades have now bea 
worked out, for it would be unfair t 
the manufacturer and the consumer t 
continue price control without them 
This year James Brownlee, deputy ad- 
ministrator for price, and I presented 
these standards to the Senate Banking 
and Currency Committee. I am com 
vinced these standards are fair to all 
concerned and will not require the dis 
tributive trades to shoulder an unrea 
sonable burden as their share of cost 
absorption. 

Profits before taxes of department 
and specialty stores have increased 1038 
per cent since 1936-39, years considered 
normal for measuring peacetime earn- 
ings. Profits in hardware stores have 
gone up 365 per cent during the same 
period. They have gone up 168 pe 
cent for small furniture stores, 299 per 
cent for small apparel stores selling 
men’s wear, 249 per cent for variety 
chain stores. Comparable reports 
earnings could be given on many other 
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CAN’T STOP LEATHER! 


“General Mud” is the particu- 


lar bogey of war traffic on 
wheels or afoot, yet American Army Leather, 
produced by the best tanning methods the 
world has ever known, is standing up well. 
Mud, rain, slush, snow, lava, gravel, salt- 
water — can’t stop our men. Our 
soldiers have sturdy shoes. And 


when we can again concentrate our tan- 

ning equipment and experience on the pro- 

duction of post-war leathers for civilian 

footwear, the improved methods that have 

made American Army Leathers, will bring 

additional quality and stamina to the 
beautiful leathers always 
duced by the 


pro- 





Hahn’s Opens Non-Rationed Section 





Heha's newly created second floor, entirely devoted to the new non-rationed 


casual section along with bedroom slippers. 


occasions on which 


BALTIMORE, Mp.—Non-rationed cas- 
ual shoes have gone up to the second 
floor of Hahn’s, here, where the entire 
section is devoted to these types and 
with bedroom slippers. The idea has 
been considered for some time; previ- 
ously only bedroom slippers were sold 
in this section. 

Pointing up the varied uses of these 
shoes, rakes, hoes and paddles are in- 


Rakes, hoes and paddies indicate 
shoes mey be worn. 


termittently placed on tables with the 
items, showing their adaptability to 
various Spring and Summer activities. 

A special sales force has been added 
to take care of the newly created de- 
partment, and emphatic promotion has 
been gathering momentum. It will be 
continued through the Summer and into 
Fall, sales permitting, according to 
Opel White, manager of the store. 





New Boot Not Yet 
Perfected by Army 


Boston.—Contrary to previous re- 
ports from unofficial sources, it was an- 
nounced on April 10 by the Boston 
Quartermaster Depot that no large- 
scale procurement of the new tropical 
combat boot is anticipated during the 
next few months. 

“Considerable developmental work 
has been done to create a combat boot 
suitable for use in the tropics; but this 
new boot is still in an experimental 
stage,” according to Colonel John T. 
Curtis, Director of Procurement at the 
Boston Quartermaster Depot. 

The boot now under consideration is 
similar in design and construction to 
the present combat boot except that the 
upper is made of nylon in order to pro- 
vide quick drying and lightness of 
weight, and rubber-cleated soles and 
heels are provided to give adequate 
traction in jungle terrain. 

Although the present combat boot 
and Type III service shoe are ad- 
mirably adapted for general utility in 
normal temperate conditions, it is clear 
that no one boot or shoe is suitable for 
all climates and all conditions of cold 
and wet, so there has been a need for a 
special duty boot to meet conditions in 
certain tropical terrain. 

To date, the proposed new Tropical 
Boot is being finally revised on the basis 
of tests conducted during the past few 
months, and it is expected that orders 
will be placed for limited quantities to 
be produced in the third quarter. 
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To Move Into 
Remodeled Store 


ATLANTA, Ga—A remodeling con- 
tract recently let calls for complete 
modernization of a building at 60 
Peachtree Street in Atlanta, Georgia, 
for Florsheim Shoe Shop which will 
move from 41 Peachtree Street on or 
about June 1. Total expenditure, in- 
cluding modernization, new fixtures and 
new store fronts on both sides, is esti- 
mated at $20,000. . 





IMPORTANT! 


“Paper is a Number One war mate- 
rial shortage — because over 700,000 
diferent war items are wrapped, pack- 
aged, labelled, tagged, or made from 
paper or container board. And the 
Pacific war, when if speeds up, will re- 
quire stupendous amounts of paper and 
board since double and triple packing 
are required for protection against 
weather, insects, etc. 


“So please— 


1. Share this magazine with friends 
since fewer copies are printed, due to 
the paper shortage; 

2. Then put this magazine 
peper salvage; 

3. And look over your store room 
to get waste paper of any kind to put 
into paper salvage. 

“Then you'll be doing an ‘extra’ to aid 
the war effort—and to speed victory.” 


into 


For Children Only 


[CONTINUED FROM PAGE 45] 


been worked out. From an official ¢iy 
list of births he obtains the names ¢ 
newborn babies. To these are sey 
folders printed in pink or blue wig 
the drawing of a baby and the captio, 
“A Bundle from Heaven” on the cove 
Inside, the layout is like a theatric) 
announcement with “written by” fille 
with the names of the parents ay 
“starring” filled with the name of th 
baby. Then follows “Our best wish, 
for a long and successful run. ... 
Kiddy Kicks Juvenile Shoe Experts,” 

When the child is four months old, 
card is sent with the drawing of a baby 
kicking in its crib. Caption reads, “Pex 
First”—starring (baby’s name filled jp 
with pink or blue ink to match th 
printing). “A Hit Performance fy 
Four Months.” At eight months a pos 
card is sent reading, “How Time Flies! 
Eight Months Old! Your child shoul 
soon be ready for Kiddy Kicks Postur 
Control Shoes, especially constructei 
for the child just starting to stand’ 
When the child is ten months old ap. 
other card is sent reading, “We're ready 
if you are... ready to give perfe 
comfort and to assist your child ir 
learning to walk correctly. We'll help 
you—if you'll let us. (Signed) Your 
first pair of Kiddy Kicks.” 

At the age of a year a six-page book- 
let is sent entitled “My Baby’s Feet,” 
giving scientific data on the subject 
plus information about the kind of ser- 
vice Kiddy Kicks is prepared to render. 
An accurate file is kept on hand for 
follow-ups. There is also a gaily colored 
birthday card to send to each small cus- 
tomer every year. 

The only accessories carried are socks 
and shoe laces. Bright red paper i: 
used for packaging, another detail that 
makes a hit with a small child, fo 
usually he asks his mother to be al 
lowed to carry the bundle. To th 
small toddler a little wooden toy 
given, another reason for that child w 
insist that his next pair be bought # 
Kiddy Kicks. 

Where formerly each of these two 
Rosenzweig shops was run as a sep? 
rate entity, today because of shoe re 
tioning there is joint buying on the part 
of Mr. Fontaine and Sam Kessel, wh 
operates the South Side unit. Satur 
day is the only time when the shop i 
open evenings and is, of course, the big- 
gest day of the week. Wednesday the 
store is closed all day as are all the 
other shoe shops in this locality. 





Sell Shoe Store 


FRESNO, CALIF.—The P. B. Martin 
Shoe Company store at Broadway ané 
Fresno Street, here, has been sold # 
W. L. Ream and Mrs. A, M. Ream, whe 
will operate the store under the ne¥ 
name of the Western Boot and She 
Company. P. B. Martin had been ® 
the shoe business in Fresno since 191. 
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We want every man and woman interested in the PROFIT 
WELFARE of a Shoe Store and Shoe Department no matter 
how big or where, to have a free sample of MUFTI Shoe White 
—the “Aristocrat of Shoe White”. 


In its sheer excellence of quality, we want you to see why 
MUFTI Shoe White is piling up the sales and profits (44% to 
50%) it is bringing to scads of Shoe Stores featuring it. 


There is something about the virgin whiteness of MUFTI Shoe 
White, its ease of application, and stay-on-ability that folks once 
using it, just don’t forget. Because of its agreeable quick-disap- 
pearing odor and its adaptability for use on white bags, purses, 
belts, etc., it’s sure a “pushover” with the ladies! 


MUFTI Shoe White, mark you, is made with the same fine qual- 
ity of white pigment and adhesives used in making white leather. 
That, plus economy, is why it’s in such high favor. Just try it 
—compare it point by point—and we honestly believe you'll like 
it, too—will soon be piling up its full, protected profits. For 
remember, MUFTI Shoe White is 


The Only Nationally Sold Shoe White Fair Traded 
At Full Advertised Prices .. . 


—which means MUFTI Shoe White cannot be price-cut in any 
other store (in any “Fair Trade State”). You don’t have to cut 
your price—and profit—to meet competition! Think of the mar- 
ket!—for an outstanding, nationally-accepted shoe white like 
MUFTI Shoe White. So, please put off no longer! Send this 
coupon before another sunset. 


PLOUGH SALES CORPORATION 


Distributors For 


Plough, Inc, 
MEMPHIS 1, TENNESSEE 


New Babies Coming Like Drops 
In An April Shower 


—and all their fond mamas wanting to shoe them in white! Mil- 
lions of adults, nurses, too—long on cash, short on stamps, crav- 
ing summery shoes! Tightened shoe restrictions! Unrationed fab- 
tic shoes in white! The care of white shoes, old or new, more 
obligatory now than ever before! What a market for an eco- 
nomical, demonstrably top-quality shoe white like MUFTI Shoe 
White! And here’s your chance to try it free. Mail this coupon. 






MORE THAN MILLION PACKAGES OF PLOUGH PRODUCTS SOLD LAST 





May |, 1945 


used by makers 


Plough Sales Corporation, 
Memphis 1, Tenn. 
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Please send postpaid this sample bottle of MUFT!I 
Shoe White with details. 




















Mexican Market Solves Display Problem 





There's no shoe rationing in open air shoe stalls in Mexico City, where 


merchants display their footwear along the sidewalks. 


Pan-American 


countries are developing a sizable shoe manufacturing industry, partly 
due to immigration of shoe manufacturers from war-torn Europe. 





Manufacturing and Markets 


[CONTINUED FROM PAGE 56] 


footwear, first, because fabric is not 
normally a Fall material; and second, 
because there is a lurking hope that 
the end of the war with Germany will, 
in some mysterious way, release sup- 
plies of the materials of which shoes 
are made and of the labor needed to 
make them, and fabric shoes will be a 
drug on the market. 

Wholesalers, in consequence of this 
buying surge, find themselves in much 
the same position as many retailers— 
more shoes going out than can possibly 
be replaced. One reports that if the 
present trend continues, he will find it 
difficult to do business much beyond 
July 1. 

Unprecedented expedients are being 
resorted to by some manufacturers to 
compensate for the labor shortage. 
Some North Shore companies, making 
non-rationed footwear, are trying the 
experiment of using high school boys 
and girls for short shifts in the after- 
noons and on Saturday mornings. 
Others are accepting women workers, 
principally stitchers, for four-hour 
shifts, which may be either in the 
morning or afternoon, depending on 
when it is most convenient for the 
women to work. 

January shoe production figures, be- 
latedly issued by the U. S. Bureau of 
the Census and analyzed by the New 
England Shoe and Leather Associa- 
tion, show that the three New England 
shoe states produced in that month a 





total of 13,317,530 pairs—an increase 
over January, 1944, of 8.5 per cent. 
The increases by states were Massachu- 
setts, 10 per cent; New Hampshire, 5 
per cent; and Maine, 9 per cent. For 
the first time in many months, Massa- 
chusetts, with a production of 7,677,337 
pairs, exceeded the production of New 
York State by about 280,000 pairs. 
During the same month, the Massachu- 
setts Department of Labor and Indus- 
tries reported a decrease in employment 
of 3 per cent and an increase in pay- 
rolls of 9 per cent. 





Pre-Freeze Favorites 
Sound Base fer V-Day 


[CONTINUED FROM PAGE 39] 


and fashion promotion was fast and 
sometimes furious. 

There is an old axiom that when a 
factory sells chiefly from in-stock and 
the mistakes it makes in styling are 
directly chargeable against itself and 
not the retail store to which it sells, 
its judgment is apt to be pretty good. 
Difficulties in lasts and patterns that 
make for bad fitting usually have been 
pretty well eliminated before the shoe- 
makers start to make for in-stock 
shelves. Curtis’ record then is par- 
ticularly impressive for most of their 
style successes were launched abreast 
with the fastest competition and yet 
almost all of them were carried imme- 
diately in-stock. 

If yours is a particularly long mem- 
ory, you will remember back some ten 





years ago in the Fall when the 
blucher with colored crepe soles 
such a rage, Curtis had them and 
their interesting “Lord Raglan” p 
tion around them. The great popu 
of this pattern led quite logically 
the Habana Welt of a season later, 
was that springy J’ai Alai shoe 
was the active sport shoe of 1935, 
1988 when the craze for custom 
fects swept the country, fast retail; 
demanded shoes in light luggage cology 
over broad-balled, pointed toe 
with full spades and heavy exte 
Curtis brought this “Liberty St 
styling to the small town with thei 
Cordwainer styles, all of which 
in-stock. The Curtis record for 
next four years read like a hit p 
with their introduction of a pract 
woven Huarache type oxford, Du 
Boy, Burley Flex Brogues, the Mor 
a successful continental run-are 
promotion. The turf boot, which 
to develop later into the popular, hig 
riding, two eyelet military bluche, 
played a stellar role, and was also cap 
ried in-stock. And to them should g 
a “fitting” award for the manner ne 
which they adopted the Norwegian Moe 
casin, leisure shoe. They called it Hob 
and subsequently Lobo and brought 
this sensational seller the kicker 
that really made it fit. This ingeniog 
split backstay gave stiffness to th 
usual soft counter, cupped the heel seat 
and reduced the slipping of head and 
hose to an all-time low. But the com 
pany will be best remembered for t 
foresight it displayed in placing 
tiqued shoes in-stock. 

As early as the Fall of 1940 wh 
fashion committees were recommendi 
the antiquing of leather at the 
neries, this enterprising factory maé 
what they call “patina finish” avai 
in all their stock shoes. This presented 
many problems in the treeing room, b 
it served as the stabilizing influen 
which helped guarantee the success 
antiquing as a style feature in mé 
shoes, taking the job out of the ® 
experienced hands of the shoe shi 
boy in the retail store—and ass 
uniformity in the’antique finish. 

As we step into the post-war pe 
and regardless how fast and to 
extremes the style pendulum ms 
swing, it is well to know that enterp 
ing manufacturers have already givé 
considerable thought to the proble 
which will confront the retailer. So 
tions for them will be forthcoming 
they arise. 







































































Hanson to Buy for The Fair 


CuicaGco, Itu.—The Fair annoum 
the appointment of Harry Hanson 
buyer of men’s, women’s and child 
shoes. These departments were 
erly managed by Sol Katz who 
last December; no successor had 
named until now. Mr. Hanson 
formerly with the Golden Rule 
partment Store in St. Paul, M 
where he was merchandise man 
footwear. 
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f P SPORTSTER New mannish saddle oxford 

, SPORTSTER “Punchie’. a Sandler original 
SPORTSTER Genuine hand sewn moccasin 
SPORTSTER “Dog's Ear’, a Sandler origina! 


SPORTSTER ‘Bareback a Sandler orginal 
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ALL STYLES $6 
A SANDLER CO, Est 1889, BOSTON 1), MASS 
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Display Ideas Sell 
Non-Rationed Shoes 


OAKLAND, CALIF.—With the continu- 
ance of rationing, Roos Brothers’ De- 
partment Store, here, has met the 
situation with a new and varied supply 
of non-rationed shoes. Brilliant colors 
and attractive styles are displayed in 
the shoe department. Around circular 
columns huge green fish nets are 
draped, and on this unique background 
bright red, yellow, blue, and green cas- 
uals are attached at intervals. Upon 
racks and in cases placed in eye-catch- 
ing positions throughout the depart- 
ment varieties of styles—straps, ties, 
and novelty numbers with huge clog 
heels and soles—are shown. 

“The real problem,” says A. L. Weir, 
manager of the shoe department, “is 
that of children’s and men’s shoes. The 
allocation of choice leathers for the 
armed forces has left very little for ci- 
vilian use. 

“We find that the average woman is 
very cautious about the use of her 
shoe stamp,” continued Mr. Weir. 
“Therefore, sales in the casual non- 
rationed numbers have been high with 
one customer very often buying as 
many as three or four pairs at once. 
We try to sell them on the idea of 
color—bright colors to harmonize or 
contrast with their costumes. This has 
been a very good selling point for non- 
rationéd shoes with us.” 
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Your most important qualification is your ability to build satisfied customers 
whose repeat buying and the new business they create for you through telling 
others about Health Spot Shoes, builds volume sales. 


You have a real incentive to make the business grow, for your income increases) 


This unusual profit-sharing plan in use in Health Spot Shoe Shops offers one 
of the best income opportunities in the retail shoe business and is attracting) 
high caliber men who see in it a chance to cash in on their ability. 


Mr. Cathey is enjoying the benefits of the profit-sharing plan while this storall 
steadily grows in volume under his able management. 3 


MEN WANTED 


Men leaving for the service create vacancies and opportunities. 
Send for your application blank today. 


LAWRENCE AVENUE + CHICAGO 40, KALINOIS 


HEALTH SPOT SHOES FOR MEN, WOMEN AND CHILDREN 
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BENJAMIN 
FRANKLIN 


HOTEL 


As you know, the hotel you 
choose influences your friends. 
Give yourself the benefit of 
the Benjamin Franklin's great 
name. Enjoy a comfortable 
room, good service, and food. 
1200 outside, rooms with com- 
bination tub-shower ‘and cir- 
culating ice water. Rates from 
only $3.50 single, . $5.50 
double, $6.50 with twin beds. 


BENJAMIN FRANKLIN 
Philadelphia's 

Finest Hotel 

Joseph E. Mears 

Managing Direct 








Location Provides 
Quiet Shoe Shop 


DutuTH, MINN. — By locating its 
shoe department at the rear of the 
store, on the street floor, the Glass 
Block department store, was able to 
give it the seclusion desired by women 
and children shoe buyers. 

The department is, however, not hid- 
den. It is located just behind the ele- 
vators in the center section of the 
store. Between the elevators is a stair- 
way which leads to the downstairs 
store. On the top of the low partition 
which runs along the side of the shoe 
section just above the stairway, dis- 
plays of shoes are placed. A large 
glass case which forms the partition 
on the side toward the stairway is 
filled with displays of women’s and 
children’s shoes so that the department 
is brought into the minds of all who 
take the elevators or use the stairway 
to the downstairs store. 

In arrangement, children’s shoes are 
ch one side, women’s on the other. Open 
stock is placed on wall shelves that run 
around the room. Stock rooms are 
easily, uilable at the rear. 

Aéeor ing to H. C. Bentson, depart- 
ment manager, low heels average about 
one in three sales. He attributes this 
to the great interest in outdoor life 
andthe number of persons whose work 
makes the low heeled shoe. desirable. 


Anything in reptile outsells any 
else in other types of shoes. Even gi 
thetic reptile outsells leather of o 
kinds. Recently the department hada 
shipment of genuine India water snake, 
styled as beige service pumps. Adve 
tising resulted in the sale of one hut 
dred pairs in four hours. 

Manager Bentson believes that th 
ration free casual shoe with its bright 
coloring has set the pace for colors# 
all types of shoes, and that shoe deat 
ers may expect good sales in colors 
both street and dress shoes. Last year 
the casual sold heavily in this re 
but indications are that sales will 
even heavier this year. 

Open backed shoes and sandals am 
popular. Patent leather leads in m& 
terials, but only because more pates 
can be obtained than reptile. 

Since rationing began Mr. Bentsai 
had doubled his stock of children® 
shoes since it was possible to obtail 
them, and he has concentrated heavilj 
on this end of the business of 
department. Sales have leaped accom 


ingly. 


W. J. Rector 


Kansas City, Mo.—W. J. Rector, 5 
who had operated a shoe shop @ 
Dwight, Kan., for many years, 
here recently where he had ve 
about 12 years ago. He has two som 
in the service. ; 
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Kidscia is a breathing leather. The tiny 
pores provide natural ventilation for the feet, when Kidskin 
is used for shoes. After ont of the drying processes, the skins 
are staked. This is to stretch the skin, bring back the natural softness 

and open the pores. Skillful hands guide each skin under 

the large staking arm, another instance of the handwork that 
contributes to the natural beauty of Kidskin. Staking is a part 

of the preparation for the finishing processes. 








SHOE BY 
Jerro Bros. 
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Glamorize the Shoes 
You Have 


[CONTINUED FROM PAGE 41] 


When black suede and patent were 
practically off the market, our buyers 
went to black calf, a material never be- 
fore considered in high style shoes. We 
are not downhearted because we have 
only black calf, we go to work to 
glamourize plain black calf, a material 
which many have previously considered 
prosaic.” 


\This method is now working well 


at Mandel’s. Take a plain, well made 
shoe, study the beauty of it, and sud- 
denly it becomes a real style item. If 
they belive a simple pattern is smart, 
that story will be told to the public. 
The proper presentation of an item 
has a great deal to do with consumer 
acceptance. Today a buyer can take a 
simple shoe and by proper presentation 
give it a real aurora of glamour. 
Plain shoes have been presented in 
the windows with a smart handbag 
with very acceptable interest from the 
public. For a store which has done 
such a job in high styles, high colors 





(and they even now have plent 
reds, greens, etc., which have 
held back for this Spring) it is » 
prising that fully 75 per cent of t 


business is on smart plain black ’ 
Many customers are buying pla 
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shoes, if their ration stamps 
they buy a second pair in colors, 
Another Mandel precept which hag 
worked: “It never paid dividends 
make it difficult for the other f h 
to do business with you. Here we buyers 
to make it easy and profitable for was g 
manufacturer. If this policy had not show: 
been in effect for years, Mandel’s ) men 
not be in the enviable position it is te Biuited New 
day. A clean slate and a background Sper before 
of profitable business relations with bel | histor 
trade is paying well today.” Widespre: 
hd local s! 
ous mal 
Washington Newsreel ad 
the coun 
, of cc 


‘ 


pigskins are being used in many vari SS pho 
eties of footwear and WPB is doing i Ba setup + 
utmost to increase available supplies. Bid the s: 
It is also reported that FEA has bem &. mame or 
requested to stop shipping hogs that & their ov 
have not been skinned overseas under y of 
lend-lease. 

Although OPA Administrator Ches | Store shel 
ter Bowles is anxious to have commer. F . 
cial rents brought under OPA control patandise 






























[CONTINUED FROM PAGE 50] 
















































it does not appear that Congress will F™ “ be 
grant thie authority. In fact, OPA’s oa 


life will probably be extended for an- 
other year with little or no change @ 
the legislation authorizing the e 
sion. 

It is OPA’s contention that comme 
cial rent increases have added to t 
constant pressure for price inc 
all along the line. At a recent fp 
conference Mr. Bowles cited the ex 
ple of an East St. Louis shoe 
whose rent had been raised from 
a month to $125. 

Should OPA ever be given this p 
control would be instituted on an a 
plan, with a base period established 


each area. 
> > *. 


During 1944 Argentina exp 
141,861 metric tons of hides and 
of all types, including tanned h 
the total constituting a decrease of 
per cent from shipments during | 
preceding year. Exports were disti 
uted as follows: Cattle hides, 10 
metric tons; sheepskins and lamb 
17,407 metric tons; horsehides, 
metric tons; goatskins and kid: 
1,848 metric tons; pigskins, 25 metre 
tons; and tanned hides, 14,828 met 
tons. rr 
Production of hides and skins dw 
1944 included 6,807,554 cattle hides, 
270,488 sheepskins, and 4,841,505 ii 
skins, according to unofficial slat 
figures furnished to the Departmen 
Commerce. 
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Shoe Markets 
sw YorK—Office of Defense Trans- 
Hion’s efforts to conserve transpor- 
sion Dy cancelling trade shows are 
parently operating in reverse so far 
.the shoe industry is concerned. With 
Tt ows called off, the number of re- 
yuyers coming to this market in 
© was greater than last year, when 
ws shows were held in one week. 
‘men here claim more buyers 
New York this past month than 
fore in a like period in shoe 

e history. 
Widespread cancellation of regional 
local shoe shows formerly held in 
markets and trade areas was 
edly a big factor in luring these 
who came from every section 
the country. It was not the only 
, of course. The condition of re- 
stocks was never so desperate in 
shoe history. But under the 
set-up the buyers could have ob- 
the same information and placed 
ame orders at the regional shows 
own localities without the 
ty of traveling across the coun- 


Store shelves are empty and retailers 
e hungry for shoes. In many cases, 
ndise managers accompanied 

to the market to try to get a 
idea of the situation and to see 
ean be done to get more pairage. 


Enfanta Sandal 
A SEYMOUR TROY ORIGINAL BY 


Setroy, Jue. 


Some manufacturers have been able to 
continue to supply their customers 
with about as many shoes as last sea- 
son; some have been obliged to cut 
their allotments by 10 per cent or 
thereabouts. None have been able to 
increase allotments. 

Important change to note in the buy- 
ing program of a number of stores, es- 
pecially those in the higher price 
brackets, is the change to a greater 
variety of styles in fewer sizes. For 
the past several seasons, the reverse 
plan has been followed; retailers have 
concentrated on a wide range of sizes 
in a small number of styles. The 


change has come about through the 
feeling that consumers must see some 
new styles this Fall if these stores are 
to maintain their prestige as style 
centers. Back of this thinking lies the 
hope that the war situation will im- 
prove so much in the months to come 
that the consumer will have the right 
to expect to see new styles on the 
shelves. 

Due to present shortages, however, 
merchants are obliged to accept sub- 
stitutes for some of the black suede and 
calfskin shoes that they waht and are 
compelled to take more brown, tan or 
a limited number of novelty colors. 
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Contrasts Characterize 
Fall Styles 
[CONTINUED FROM PAGE 37] 


tions outlining the seams add variety 
and style interest. The importance of 
the high-riding shoe is increasing, ac- 
cording to present buying trends. In 
many of these patterns the toe is closed, 
giving a very covered-up look to the 
forepart. The back is frequently open. 
Sometimes the shank is also open, as 
in one of the shoes illustrated here. The 
back of the shoe is, therefore, very open 
in appearance. 

In addition to contrasting stitching 


ANUFACTURING CO. 


MILWAUKEE 10, WISCONSIN 


outlining soles, extension soles and plat- 
forms continue to draw attention to 
that part of the shoe. An increasing 
number of broader tread lasts and very 
low heels are among basic style fea- 
tures in the Fall shoes. 

As to open toes, they seem very 
strong for Fall but not, perhaps, as 
strong as open backs. Some day, at 
the right time, we are going to. have 
something very definite to say regard- 
ing the suitability of open back ... 
and open toe. . . shoes for street wear, 
especially with tailored clothes. But 
we shall leave those remarks for a sea- 
son when a new line is being planned 
under more normal conditions. 


Attractive Ad Promotes 


Miami, Fia.— "Gardenia White” is 
descriptive term which Richards, 
applied to their new stock of w 
shoes. The above ad with its 
illustration, served fo dramatize 
shoes. 
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Shoe Supplies Tightening 


DETROIT, MICH.—The volume of gal 
at the monthly shoe showing 14 
sponsorship of the Michigan 
Travelers Club was only moderate 
the April show following Easter 
its heavy retail sales. General 
toms of tightening up of stocks. 
shoes in supply from the manufact 
ers were unmistakably evident. Th 
was especially the case with mens 
shoes, with all signs pointing to @ 
even tighter market in this field. 

Attendance, of course, was 
down by travel restrictions so # 
practically all shoe men attending cam 
from Detroit and its suburban to 

There was a big demand for pig 
shoes, with all colors going well in # 
non-rationed types. Demand for ¢ 
dren’s shoes was at its accuste 
high level, with the supply again ¢ 
ceedingly short. 

In women’s lines, whites were 4 
nitely the top leaders in demand, 
both suedes and leathers, contrary 
some earlier predictions. However 
tive buying in dark shoes was still 
heavy. 

Plans for the May showing are 
usually elaborate, with the Det 
show opening on May 6 for three 
at the Hotel Statler. Following t 
to bring the show to the next 
concentration of shoe men in the 
it will be moved to the Hotel Panti 
at Grand Rapids, where a show will 
held May 13-14-15. 


Remodeled Shoe Department 


CotumsBus, OHIO—Moby’s, Incy 
partment store, here, has complé 
remodeled its second floor shoe depa 
ment. The new department, st 
lined and designed for quick service,* 
part of an over-all modernization 
gram planned by the company. 
ward R. Carroll, manager of 
shoe department, has been with 
firm for 12 years. Mannie 
assistant manager. 
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for ANOTHER pair of 
KRIPPENDORF Foot Rest Shoes 


Here's a woman on her way to see 
you—and not for the first time. She 
has her mind set on buying another 
pair of Krippendorf Foot Rest shoes. 
And she'll ask for Krippendorf Foot 
Rests by name. 


It pays to sell brand merchandise—-and 
the Krippendorf Foot Rest shoe is a 
brand that millions of women already 
know. Years of consistent advertising 
in Vogue, Good Housekeeping, Ladies" 
Home Journal, Woman’s Home Com- 
panion, and other national magazines 
for women have firmly established 
Krippendorf Foot Rests as one of 
America’s leading shoe lines. 


Combining newest designs and mate- 
rials with five exclusive comfort fea- 
tures, Krippendorf Foot Rest Shoes 
always live up to their outstanding 
reputation. They make you lasting 
friends—a satisfied clientele for vears 
to come. 


95 $7.95 

56°* to *7° 
(Slightly higher 
west of Denver) 


STEP UP 
YOUR SALES 


with 


eo 


THE KRIPPENDORF-DITTMANN CO., CINCINNATI, OHIO 
New York Showroom: Marbridge Building 


*Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Wo- 
man’s Home Companion, Good Housekeeping, and The Instructor. 
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To start sales climbing, display 
“Bedtimers” on your counters! 
Your selling job is made easier by 
Rational advertising and merchan- 
dising support. And customers im- 


policies have seemed to discourage busi- 
ness intentionally—when business en- 
terprise has been considered a neces- 
sary evil rather than as accomplishing 
some real good for the country by fur- 


Stored Up Shoe Demand 
To Provide Post-War Jobs 


[CONTINUED FROM PAGE 46] 


Inediately recognize “Bedtimers” 
&s superior in styling, material and 
workmanship. Remember, too, 
“Bedtimers” are stamped with the 
name “Kleinert’s” . . . synonym for 
quality for 75 years! 


A a, 
T.M. Reg. U.S. Pot. OF. 


485 Fifth Avenue * New York City 
May |, 1945 





After the reconversion period, I be- 
lieve we can expect to see a great boom 
period in ali industries in the United 
States. There’s a lot of money in the 
banks that people want to spend; pro- 
ductive facilities that have been built 
during the last few years will be avail- 
able; most people will be tired of war 
and will want to busy themselves on 
something constructive. 

There have been times in the past 
when tax policy and other government 


nishing goods and services and employ- 
ment. That old concept seems to be 
changing; we are going to see increased 
incentives for business so that we can 
have full employment and an expanding 
national income. 

Given a little encouragement from 
government circles, I can foresee a 
great period of prosperity ahead of us 
in this country with full employment 
and splendid opportunities for those 
who want to improve their positions. 
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Introducing... 
THE TROPICAL 


PROOF 
THAT CUSTOM CHARACTER 
NEED NOT BE EXPENSIVE 


Most styles $6:5° to $8.5° 
—slightly higher west of 
the Mississippi. 

E. E. TAYLOR CORP. 


MANUFACTURERS 


BOSTON 









































MOST OFFICERS and many enlisted men and 
women know there’s one easy way to keep shoes 
looking like this . . . with KIWI Stain-Polish. 
And it’s a long-odds favorite not only with our own 
armed forces ... but with the British, Canadians, 
Australians, Dutch, Belgians, French, Indians and 
all our other Allies as well! Small wonder it’s first off 
the shelves of PX’s and ships’ stores the world over. 
Only limited quantities of KIWI reach these shores, 
depending on the availability of shipping space. 
That's why it’s sometimes hard to get. 

If you’ve had difficulty in securing a sufficient quan- 
tity of this fine polish; we invite you to send us a 


trial order, or to place your requirements with us 


again. We may be able to supply you now. 


LYONS & COMPANY 
120 DUANE ST., NEW YORK 7, N.Y. 
SOLE U.S, DISTRIBUTORS 


KIWI 


The ORIGINAL English STAIN Shoe Polish 





ORDER “4 DAY 
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Price Chart Grace Period Ends May 4 





OPA A 





ASHINGTON, D. C.—Although MPR- 
requires that pricing charts be 
‘fled by April 20, OPA’s enforcement 
4 tment will not ask for injunctions, 
‘against sellers whose charts are sub- 
mitted by May 4. In practice, this 
vides a two-weeks period of grace 
cases of delay due to hardship, and 
for sellers who wish to incorporate in 
their charts any of the changes listed 
in two actions issued April 18 by OPA. 

The actions, effective as of that date, 
outline revisions in some of the mark- 
ing, invoicing and reporting require- 
ments of the regulation. Under one of 
these actions, retailers are permitted to 
use the words “OPA Price,” rather than 
the words “Ceiling Price,” or “Our 
Ceiling,” on their price tags. They are 
also given until August 1, 1945, to com- 
plete the marking of articles received 
in their stores before May 10, 1945. 
OPA pointed out that all goods covered 
must be priced under the regulation 
beginning May 10. Since these prices 
cannot be figured until charts are com- 
pleted, retailers are urged to comply 
with the filing provisions as early as 

le. 






In addition, retailers are required to 
enter on their pricing charts neither 
the exact amount of their net dollar 
volume of retail sales in 1944, nor the 
Names of their suppliers. Substitute 
methods have been provided to make 
the necessary information available to 
OPA, while at the same time safeguard- 
ing private trade information. 

Steps to be taken by retailers who 
have no invoices for goods offered for 
fale on the base day also have been 
established by OPA. Finally, minor 
details of the regulation, including sev- 
eral relating to its coverage, have been 
revised and clarified. 


Marking 

Authorization to use the words “OPA 

” on price tags or on signs at- 
tached to racks and containers holding 
articles of the same price is given to 
take care of sales of goods at prices 
below the ceiling, OPA said. The words 
“OPA Price’ may be used when the 
Price shown for the article is either at 
or below the ceiling, but words “Ceiling 
Price” may be used only if the exact 
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ctions Alter MPR-580 Requirements on Price Marking, 
ate Necessity of Naming Suppliers and Exact Sales Volume. 


maximum price is shown on the tag. As 
an additional protection for shoppers, 
retailers who use the words “OPA 
Price” are required to post notices in 
their stores stating that their prices are 
no higher than OPA ceilings. 

No retailer may sell or offer for sale 
after May 10 any article that has not 
been properly marked. Because the 
marking of stock currently in stores 
will require a great deal of time, how- 
ever, retailers need not show the words 
“OPA Price” or “Ceiling Price” on 
these goods until August 1. Goods re- 
ceived on or after May 10 must be cor- 
rectly marked, OPA pointed out. 

Mail order houses must mark their 
ceiling prices opposite the place where 
the article is entered on their price 
lists, or they must state on the front 
cover of the list that their prices are 
no higher than the OPA ceilings. They 
may apply to their OPA district offices 
for permission to mark prices in other 
ways. 


Reporting 

Instead of showing on their charts 
the approximate amount of their net 
dollar volume of retail sales in 1944, 
retailers are permitted to indicate that 
their 1944 volume fell within brackets 
specified by OPA. These brackets range 
from dollar volumes of under $10,000 
to dollar volumes of $10,000,000 and 
over. 

In listing invoices for every offering 
price shown on their charts, retailers 
are allowed to use identifying numbers 
instead of their suppliers’ names. These 
numbers may refer either to invoices, 
which carry the supplier’s name, or to 
the supplier. Records showing all the 
information required by OPA and con- 
necting suppliers’ names or invoices 
with the appropriate identifying num- 
ber on the chart must be kept available 
for inspection by OPA. 


Invoices 


Any retailer who buys goods through 

a central purchasing office, or who for 
some reason has not in the past kept 
suppliers’ invoices in his own place of 
business may substitute a descriptive 
statement for the original invoice in 
[TURN TO PAGE 84, PLEASE] 


Shoe Production Up 


In January 
mo coe BOOTS, wry 


SLIPPERS, OTHER THAN RUBBER 
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WASHINGTON—Production of boots, 
shoes and slippers, other than rubber, 
for January, 1945, amounted to 39,866,- 
503 pairs, according to a monthly re- 
lease in the Facts for Industry series 
of the Department of Commerce, Bu- 
reau of the Census. This represents an 
increase of 7.3 per cent over produc- 
tion in January, 1944, and an increase 
of 11.4 per cent over that in December, 
1944, 

Production of shoes for the govern- 
ment in January totaled 5,123,376 
pairs, an increase over’both the Decem- 
ber figure of 4,381,593 pairs and that 
of January a year ago of 3,576,615 
pairs. This included military shoes 
(men’s, women’s, athletic and other) 
and non-military types. 

Men’s shoe output, including street 
shoes and work shoes, amounted to 5,- 
568,919 pairs in January. This was an 
increase over the December production 
of 5,208,046 pairs, but a decrease from 
the 6,171,317 pairs which were pro- 
duced in January of last year. 

Output of youths’ and boys’ shoes 
totaled 1,250,989 pairs in January, a 
decided increase over the 1,164,325 
pairs which were produced in Decem- 
ber, and a smaller increase over the 
1,659,383 pairs which was the total for 
January, 1944. 

Women’s shoe production in January 
came to 15,961,764 pairs. This was 
considerably higher than the figure for 
December of 13,715,990 pairs, but only 
slightly higher than that for last Janu- 
ary—15,944,151 pairs. 

[TURN TO PAGE 84, PLEASE] 
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A NEW LINE OF FOOT APPLIANCES 


Designed to give the dealer a 
type appliance that will bring him a 


longer margin of profit 


“—_ 


Let us show you how a $50.00 stock of ou. 
supports backed up by weekly size-ins egy 
show-a profit of over $1000.00 a year on te 
sales a week. 


Style V. Tough pigskin top, soft sponge rubber* metatarsal 


Women's sizes: 
Men's sizes: 


‘VOSBURG FOOT APPLIANCE CO. 


5 thru 10, wide and narrow, $10.50 per dozen pairs 
6 thru 13, wide and narrow, $11.50 per dozen pairs 


Write today for smaii run of sizes or for our ¢ 


1616 LAVACA Sr, 


AUSTIN TEXAS 





British Mission 
Defers US. Visit 


New York.—Members of the delega- 
tion representing the Boot Manufac- 
turers Federation of Great Britain, 
who were en route to the United States 
for the purpose of making a study of 
shoe manufacturing conditions in the 
principal industry centers here, were 
obliged to turn back as the result of 
an unexplained accident to the ship on 
which they were traveling. All of them 
arrived back in England in safety. 
This information was cabled by J. H. 
Bott, president of the Boot Manufac- 
turers Federation, to G. R. Colvin, Fed- 
eration secretary, who had already 
arrived in this country, accompanied 
by George Denton, of B. Denton & Son, 
Ltd., Rushden, for the purpose of per- 
fecting arrangements for the delega- 
tion’s itinerary. 

It was the intention of the British 
delegation to make a comprehensive 
study of recent developments and exist- 
ing conditions in the shoe manufactur- 
ing industry here, covering such mat- 
ters as comparative production costs 
in the American and British footwear 
industries, output per operative, earn- 
ings of operatives on piecework and 
time-work basis, comparative labor 
costs of the finished product, including 
both utility and non-utility footwear, 
and various other problems affecting 
production and distribution. In return 
for the opportunity afforded them to 
make these studies, the British manu- 
facturers were bringing with them a 
large volume of data and factual ma- 
terial gathered from the recent experi- 
ence of the British shoe manufacturing 
industry which they planned to make 
available to the American industry. 
Some of this dealt with British experi- 
ence in rationing and price control, 
which has been very extensive. Both 
are subjects of great interest at the 
present time in the United States. 

Sincere regret was expressed in the 
trade here that plans of the British 
delegation had to be cancelled for the 
present, but it is anticipated that the 
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visit will be made at a ‘later date,. and 
in this connection Mr. Colvin expressed 
the hope that it will be returned by a 
group representative of the American 
shoe industry coming to England as 
soon as* conditions are favorable. He 
expressed the belief that such an ex- 
change might lead to a series of peri- 
odic conferences between representa- 
tives of the industry in both countries 
which would prove of great mutual 
value. 

Mr. Colvin and Mr. Denton, who had 
preceded the rest of the delegation in 
order to perfect details for the itiner- 
ary, decided to visit the New England 


and St. Louis shoe manufacturing 
ters before returning home. n 
ip New York, Mr. Colvin and § 
enton conferred with William 7 
Stephenson, executive vice-presidey 
and Harold R. Quimby, secretary, 
the National Shoe Manufacturers A 
sociation, also with L. E. Langston, 
ecutive vice-president of the Nation 
Shoe Retailers Association, and o 
trade representatives. They 


guests of Everit B. Terhune, presid n . 


of Boot AND SHOE RECORDER, at 

luncheon at the Harvard Club, at which 

executive officials of the manufacturers’ 
[TURN TO PAGE 90, PLEASE] 





West Coast Travelers Re-elect Officers 


Left to right: (Seated) Robert G. Fithian, first vice-president; Harry J. Evans, 


president; Cari O. Johnson, secretary-treasurer. 


(Standing) Wilson Connolly, 


second vice-president. 


Los ANGELES, CALIF.—At the first 
annual election of officers of the West 
Coast Shoe Travelers Associates the 
following were unanimously re-elected 
for the coming year: president, Harry 
J. Evans, Dr. Locke Corp. and Field 


- & Flint; first vice-president, Robert G. 


Fithian, Curtis-Stephens-Embry and 
Gerberich-Payne; second vice-president, 
Wilson Connolly, Curtis Shoe Co.; sec- 
retary-treasurer, Carl O. Johnson, 
Krippendorff-Dittman. 

Elected to the Board of Directors 


were Myron H. Parsons, Seattle, rep 
resenting the Pacific Northwest; Wil 
liam P. Lanigan, representing the San 
Francisco Bay area; Emil Goldmat, 
Tom F. Malley, Robery H. Peek, E. T. 
Reedy and Marshall Bee for the Le 
Angeles area. The foregoing directors 
were elected for a one year term e& 
cept Messrs. Goldman and Malley, who 
are to serve for two years. 

Within one year the paid member 
ship has been raised to 270 member 
travelers from fourteen of a year ago 
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discounts. 


your jobber. 


Manufacturers of the famous Gits Flashlights, Knives, Savings 
Games, Protect-o-shields, etc. 


, 


Canadian Distributor: 


Kohn, Bald & Laddon, Litd., 69 York St., Toronto 


© Ye Olde Shoe Horn > 
_1s gloritied in Plastic ; 


Here is an authentic replica of the | 
early shoe horn that was made from a 
Steers horn. The Gits Plastic shoe 
horn represents an exceptional retail 
value with a ready market and full 
This artistic reproduction 
is molded in unbreakable plastic and | 
a range of lustrous mottled colors, 
which proved the majority choice in 
actual merchandising 
bone, onyx, green ohyx, amber onyx, 
red onyx. A real utility item of gift 
quality. Retails 25¢ each. Order thru 


GITS 
Molding Corporation 


4609 West Huron Street 
Chicago 44, Illinois | 






tests. Colorst : 














When They Ask, 







Say: “Bellaire” 







* When women customers ask for a 





shoe to stimulate their feet at 









| ee) work .. .when they demand long- 
want smart styling . . . Bellaire is 
the answer. 


when they 






x~** 





To maintain equitable distribution among our 
retailers, we cannot at this time esteblish new 






accounts. 






‘BELLAIRE SHOE COMPANY 






ANC MAINE 


PORTL 








Goodyear Appoints Agent 
For Adhesive 


Axron, O.—Appointment of United 
States Plywood Corporation as exclu- 
sive nationwide sales agent for Plio- 
bend, universal synthetic adhesive 
cement, has been announced by Good- 
year Tire & Rubber Company which de- 
veloped and manufactures Pliobond. 

Charles P. Joslyn, head of Good- 
year’s Chemical Products sales divi- 
sion, said Pliobond will be marketed 
through U. S. Plywood’s twenty dis- 
tributing units throughout the country. 

Lawrence Ottinger, president of 
U. S. Plywood, said plans will be an- 
nounced shortly for aggressive pro- 
motion and distribution to make this 
product accessible to the general pub- 
lie as soon as possible. 

Pliobond is the first all-purpose ad- 
hesive, he said, which makes it pos- 
sible to bond materials together which 
have never been bonded. It is in liquid 
form and a bond can be achieved with 
either hot or cold application and with- 
out high pressure. 

A product of the Goodyear Reseach 
Laboratory, Pliobond was developed by 
Goodyear as part of its war program 
to meet a host of needs wherein an un- 
usually strong adhesive is required. It 
is also said to be flexible, waterproof 
and resistant to the actions or ordinary 
chemical solvents. 


Mey |, 1945 





In New Quarters 


New YorK.—Manhattan Shoe Sales 
Co., formerly located. at 107 Reade 
Street, here, have moved to new and 


larger quarters at 56 Walker Street. 
Sol Rabinowitz, associated with Harry 
P. Diamond in the business, has been 
in the wholesale shoe trade for the past 
25 years. 





White Shoes - - a la Mode! 





Atlantic Cify, N. J.—A confectioner's setting provided highly colorful con- 
trast for this recent showing of about ninety shoes made of Levor white kid, dis- 
played at the duPont Exhibit on the Boardwalk here. On the large decorative cake 
was lettered: “Under Summer's Sun, You Girls Look Cool and Sweet in Shoes of 
Levor White Kid." 
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IN STOCK 


TERMS 
Net 10 da 
F.O.B. Nov. 


Minimum Orders 
18 pairs 


* Real Fine Gabardine Uppers 


Sizes: Small (6-7) 


POR BETTER GOING—SEE GERDA — POR BETTER GOING—SEE GERDA — FOR BETTER GOING—SER OEADA 


Shoes, Slippers, Rubbers 
For Men, Women and Children 


8 
GERDA FOOTWEAR COMPANY { 


FOR BETTER GOING — SEE GERDA — FOR BETTER GOING — SEE GERDA — 


— FOR BETTER GOING — SEE GERDA — FOR BETTER GOING — SEE GERDA 


MEN’S LEATHER SOLE SLIPPERS 


AT ONCE DELIVERY 
NON-RATIONED 





SELLING FEATURES 


* Colors: Brown, Tan, Blue, Black %* Made to Fit the Foot 
Medium (742-9) 


DISPLAYING 
Marbridge Building, New York — Room 644 
April 14th On 
Representative: Frank Murphy 
Hotel Morrison, Chicago, Ill—Room 649 
Mey 1-2 











$2.00 


* Free Fitting Last 


Large (9%-12) 


¥Od — VGUID B3S-—ONIOO UILL9E YOU — WONID J3S-—-ONIOD WILLIE VOI — VWONSSD F3S—ONIOO WILLIE WOs 


NEW YORK 13, N. Y. 








Army Places Large Order 
For Shoe Laces 


Boston.—Contracts to furnish the 
Army with approximately 19,000,000 
pairs of shoe laces have been awarded 
at the Boston Quartermaster Depot. Of 
this quantity, about 95 per cent are 
40-inch laces of waxed cotton for use in 
service shoes. 

Miscellaneous awards include 2,600 
pairs of synthetic rubber boots (knee 
height) to be made by the Hood Rub- 
ber Company; 2,184 pairs of women’s 
combat boots and 39,000 pairs of 
women’s low service shoes, George E. 
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Keith Company; 9,164 pairs of women’s 
low black shoes, Gray Brothers; 60 
pairs of combat service boots (supple- 
mental), International Shoe Company; 
344,828 pairs of ventilating-type in- 
soles; and 49,968 pairs of hygienic bath 
sandals. 


Store Honors J. Minchen 


Houston, Tex.—Krupp & Tuffly, Inc., 
remained closed the morning of April 
13 because of the funeral of Jake Min- 
chen, who was long associated with the 
store as buyer. 


Stanley Weiss Heads 
Shoe Division 


New YorkK.—Stanley Weiss, of Hearn 
Department Stores, Inc., is again serpy. 
ing as chairman of the Boots and Shoes 





STANLEY WEISS 


Division for the Greater New York 
Fund’s annual campaign. The Funds 
eighth annual appeal will be formally 
launched May 2 with a dinner at the 
Hotel Astor, at which Governor Thomas 
E. Dewey will be the principal speaker, 

The 408 local hospitals, health and 
welfare agencies participating in the 
Fund need a total of $22,500,000 this 
year in voluntary contributions to 
maintain their present service to the 
community at a level commensurate 
with community needs. The Greater 
New York Fund, in its appeal to busi- 
ness concerns and employee groups, 
seeks $4,500,000 as business’s share, 
The Boots and Shoes Division has ac 
cepted a quota of $25,000. 

Boots and Shoes is one of the three 
divisions covered by the Leather Goods 
Group. 


New Firm Will 
Repair Shoe Lasts 


St. Louis, Mo.—The General Last 
Company, here, which will repair and 
restyle shoe lasts, has been organized 
The factory will be located at 1023 Mis 
sissippi Avenue and will occupy 4080 
square feet of floor space. It is install 
ing approximately $5,000 worth @ 
equipment. C. H. Heitman is president 
of the firm. 


To Open Additional Plant 


St. Louis, Mo.—A new factory fo 
the manufacture of women’s shoes bas 
been opened at Pacific, Mo., by Kane, 
Dunham & Kraus, Inc., of Washingtom, 
Mo. Production at the new plant wil 
augment that of women’s casual and 
play shoes now being made in the com 
pany’s Washington factory. D. B 
George, superintendent of the Was 
ington factory, will also supervise prt 
duction at the new plant. 
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Retailers to Play Big Role 
In Seventh War Loan 


(CONTINUED FROM PAGE 31) 


tured through the “Third Army Plan,” 
which 42 states are already using or 
ning to adopt. This plan, to be used 
both by individual stores and on a com- 
munity-wide basis, is based on gradu- 
ated ranks for those who sell the most 
bonds. An added innovation will be the 
use of a Navy “Task Force” in areas 
where public interest in Naval activities 
runs high. In these instances, appro- 
priate Navy ranks will be given. 
Discussing the community phase upon 
which the “Third Army Plan” operates, 
Jack Horner, Managing Director of the 
Long Beach, Calif., Retailers’ Associa- 
tion, which helped to develop the proj- 
ect, said: 


“The Campaign involves three basic 
objectives. First the organization of 
and participation of all retailers of 
every type in your community. 

“Recognition is very important,” he 
continued, pointing out that such sys- 
tems as public awarding of prizes have 
proved a great incentive to employee 
bond sales. 

He defined the third objective as the 
establishment of a central clearing 
house to coordinate the combined opera- 
tions of all the retailers in a com- 
munity. 


The Editor’s Outlook 


[CONTINUED FROM PAGE 35] 


pling.” These concerns are asked to 
give detailed profit and loss statements 
and balance sheets from 1936 to 1944; 
and for each line of shoes cost records, 





in six months’ periods, from 1942 to 
1944. 

‘It may be meet and right to collect 
this data, to arrive at a basis for de- 
termining future OPA shoe pricing 
policies; but may we make one sugges- 
tion—that ration shoe manufacturers 
be tabulated separately from non-ra- 
tioned. For you can’t properly compare 
prices controlled by years of competi- 
tion with prices that have been estab- 
lished without competition. 

This war may still be of long dura- 
tion. If there is already a feeling of 
acute shortage of rationed shoes for 
next Winter’s wear, and we know we 
must have rationed footwear; then we 
must face the actualities of price and - 
cost to obtain those shoes. It is no 
avenue of escape to say—make non- 
rationed shoes instead. That is almost 
parallel to saying: “Let them eat 
cake.”’ 














This handy 
STOCK RECORD BOOK 
— and forms — 


for keeping an accurate selling and inven- 
tory “picture” 
stock or style number consists of: 


Black Cloth binder—11%” x 13%” 


100 Daily Sales and Stock am (Form $100) 
and 1 Comparison Form ¢ 

1 Inventory Pad find — £106 (5 pads 
$2.00) (10 pads $3.50 

2 Baying Order Pads a sheets per ee £107 68.50 


(West of Denver) 
(Sample sheets with guide for use sent on request) 


of each width and size of each 


$2.50 


$0.50 


$6.00 
— $6.50 





Sales Record Slips: Form D 





1%” x3%”" 


ay 
<a Ts 


a at 
Se 


preferred. 


Per Pad (100 slips) (100 pads $20.00) $0.25 
Refund Record Slips: Form E 

Per Pad (50 Slips) 80.15 
Customer Record Cards: Form F 

100 (Size 5” x 3”) $1.25 

e _— 
Ceiling price carton tickets, Form G 
1%" 33%" (gummed top) 1 gross...... $0.50 
1000 $2.50 


Shoe Carton we top): Form H 


PROFIT CHARTS —2ic. each; 
figuring selling prices. 


Check with order, please, unless C.O.D. Shipment is 


Orders filled for any forms preferred. 


MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago 4, Ill. 


5000 $10.00 


an accurate method of 


x* *«* * 



















Style No. 6396 ~ 
D Width only 
Sizes 4 to 12. 





Sport-Moes m Beat this Value 


Special Plain Toe Pattern 

Rich Antiqued Brown Elk Uppers 
Natural Finish Leather Soles 
Heavy Leather Sock-Lining 
Genuine Leather Counter Pocket 
Reinforced Ball Strap 

Rubber Heel 


immediate Delivery 
Send Ration Currency with order 


THE ARNOFF- SHOE CO., JO] DUANE ST., N. Y. C. 








Kid Display at Pan-American Exhibit 





Three panels make up the display of Allied Kid Company at the Pan-American 
Exhibit shown at the Museum of Natural History, here. The display demonstrates 
the various steps in tanning kid and goat leathers. 


NEw YorK.—The museum of Natural 
History is featuring a Pan-American 
Exhibit for the school children of New 
York to familiarize them with the 
products of South and Central America. 
The Allied Kid Company is cooperating 
with a display dramatizing various 
steps in the tanning of kid and goat 
skins. ‘ 

Set in a framework of South Amer- 
ican colored leaves and suede kid flow- 
ers, the display is in three panels. The 
first shows a black goat, below him an 
untanned skin, the hair not removed. 


A small basket holds the hair which 
has been washed and dried. This hair 
is used for refrigerator insulation, 
crash lining of tanks, as well as uphol- 
stery and floor coverings. A _ typical 
piece of floor covering in which goat 
hairs are used is attached with huge 
gold nails. 

The center panel has three whimsical 
little kid heads, above bales marked 
with the names of South American 
countries from which kid and goat 
skins are shipped. 

Pancho, a goat head wearing a gay 


sombrero, tops the finished leather. A 
small color wheel shows how skins are 
dyed. 

With the exhibit are jars showing 
the chemicals and leathers in process, 
as well as an Army jacket, gloves, mitts 
made of goatskin. This display was 
originally part of a Pan-American dis- 
play in Snellenberg’s, Philadelphia, and 
was recently shown to the fashion press 
of New York. 


Start Advertising Campaign 
NasuHvua, N. H.—Looking forward to 
the post-war era with its inevitable 
competition, Beebe Brothers Rubber 
Co., of this city, is starting an adver- 
tising campaign to familiarize the trade 
with its revised trade mark, combining 
the two “B’s”. This company is well 
known as a manufacturer of soles, 
heels and heel seats. While war work 
includes the making of large numbers 
of soles for jungle boots, most of its 
work is for the United States Navy. 








Move to New Location 


New YorkK.—Kandel Shoe Company, 
wholesale shoe distributors, have moved 
their offices and show rooms to 114 
Reade Street, where they will occupy 
larger quarters than those in their for- 
mer location. The firm has been le 
cated at 158 Duane Street, here. 
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~ MEN'S SANDALS 


@ NOT RATIONED 
@ BROWN PLASTIC PIG UPPERS 


@ 12-IRON BROWN RUBBER ORTHOPEDIC 
SOLE WITH BUILT-IN HEEL 


@ GOODYEAR STITCHED FOR LONG WEAR 
36 PAIR CASE LOTS ASSORTED FULL SIZES 7-11 


IMMEDIATE DELIVERY 
SPORTING SHOE CO., 296 B’way, New York 7, N.Y. 
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New Head for 
Boston QMD 


BostoN, Mass.—Colonel William J. 
Calvert, QMC, who has been Command- 
ing Officer of the Boston Quartermaster 


COL. BERNARD J. FINAN 


Depot since November 2, 1943, retired 
to private life recently after completing 
thirty-eight years of service with the 
Regular Army. He is a native of South 
Bend, Indiana. 

To succeed him, Major General Ed- 
mund B. Gregory, The Quartermaster 
General of the United States Army, 
has named Col. Bernard J. Finan, of 
Framingham, Mass., a veteran of 27 
months of overseas service in this war. 








Col. Finan has twenty-eight years’ 
experience as a commissioned officer in 
_ the Quartermaster Corps, seven years 
‘of which were spent in service at the 
Boston Depot itself. His new adminis- 
trative position involves all phases of 
supply, storage, distribution, and pro- 
curement, since the Boston Depot is the 
central -procurement agency for all 
types of Army footwear and is the dis- 
tributing depot for all posts, camps and 
stations in the New England area in- 
— the Boston Port of Embarka- 


Worthman Heads Leather 
Salvage Committee 


New York.—Barney Worthman of 
‘Fulton Leather Goods Co., here, has 
‘been named chairman of The Shoe and 
Leather, Goods Industries Leather Sal- 
yvage Committee of the Camp and Hos- 
pital Service of the American Red 
‘Cross. This committee will solicit 
“scrap leather from the shoe and leather 
industry to be used in the Camp and 
Hospital Service’s arts and crafts pro- 
| gram in reconditioning sick and 
" wounded fighting men in the military 
'and naval hospitals throughout the 
_ Sountry. 
- Leather handicraft work has been 
“found to be one of the most effective 
“media for rehabilitation of these vet- 
"erans. Previous solicitation was done 
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Down through the years 


The “know-how” gained 
through long years of ex- 
perience in building fine 
shoes combines with mod- 
ern construction and styling 
to fashion every pair of 


Thompson Shoes. 


That is why down through 
the years, during this criti- 
cal period, and with a defi- 
nite promise for tomorrow, 
Thompson dependability 
for building yesterday’s 
quality and character into 
today’s fine shoes will con- 
tinue to offer dependable 
merchandising. 


' Famous makers of Orthopedic Shoes of all types : 


HOMPSON BROS . SHOE 
FINE SHOEMAKERS . 
BROCKTON 












































by indiivdua] groups and local Red 
Cross chapters within their own com- 
munities. This type of solicitation re- 
sulted in unequal distribution of leath- 
er, for chapters located in centers 
where the shoe and leather industries 
were concentrated received more mate- 
rials than did those which were not 
near tanning or shoemaking centers. 


The work is now to be done by the 


General Supply Officer in Washington, 
in order to obtain more equitable dis- 
tribution of materials. Mr. Worth- 
man’s committee is to conduct a leather 
salvage drive on a national scale, solic- 
iting seraps from manufacturers of 










shoes, handbags and other leather 


recently conducted a drive on behalf of 
the Brooklyn Chapter of the Red Cross. 
The results of the campaign 
successful that he was asked 
Camp and Hospital Council Service to 
broa the scope of his activity to 
tuke in the country as a whole. 








PAPER PACKS A WAR 
PUNCH—DON'T WASTE IT! 





7? 














there 
70 Beg 





Fie edie eli eal aah 





FOOT APPLIANCES 























O68 EF Ore 


CASUALS 


































atthe leltes 5 ops 
fer 6.95 


SWANKIES, INC. 


ot Angeles 








°T. M. Reg 









New Officers at 
Curtis Shoe Co. 


MARLBORO, Mass.—Post-war plans 
were outlined and officers elected at a 
recent meeting of the Curtis Shoe Co., 
Inc., in this city. Following the re- 
election as president of John A. Curtis, 
three vice-presidents were named— 
Mercer E. Curtis, who will be, also. 
general manager of the company; 





MERCER E. CURTIS 


Frederic I. Barlow, whose promotion is 
a tribute to his ability as a designer of 
men’s shoes; and Frederick W. Pratt. 
Arnold 8S. Curtis was elected treasurer. 

While a major portion of plant ca- 
pacity is now devoted to the produc- 
tion of Navy footwear, plans for full 





FREDERIC |. BARLOW 


resumption of civilian production have 
been outlined and approved so that no 
time will be wasted in re-conversion 
when the time comes. Included in these 
plans, as announced by President Cur- 
tis, are several measures which will 
largely increase the company’s efficiency 
in serving the many retailers who han- 
dle the Curtis line. 

Mercer E. Curtis prepared for col- 
lege at Philips-Exeter Academy follow- 
ing which he enrolled at Dartmouth 
College. In 1936 he entered the em- 
ploy of the Curtis Shoe Company, where 
he worked in the stock room for two 
years, following which he went on the 
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MEN'S SNUGFIT RUBBERS 


Pat. Molded Process assures perfect ft. 
CLOG #2068 75¢ pr. Terms 2% (0 
F.0.B. Detroit. 4 or. 
te case asst. or solid sizes, 





| | small, med. and 
tn stock. Write or wire. 
| AMERICAN SHOE CO. 
Zi W. jeff. Ave., 
Detroit 26, Mich. 











road as New England sales representa- 
tive. Named as sales manager some 
time later, he gradually assumed other 
responsibilities which prepared him for 
his present duties as vice-president and 
general manager. 





Promotes Plan 
To Improve Main Street 


NiLes, Micu. — Looking forward to 
the post-war period, The Kawneer 
Company, manufacturers of storefront 
equipment, have for some time been 
emphasizing the desirability of improv- 
ing the appearance of. Main Street in 
communities through the country. 
From an _ architectural standpoint, 
Kawneer has pointed out, the commer- 
cial districts of many American towns 
and cities leave much to be desired. 
Some communities have inaugurated 
co-operative plans for improvement of 
their entire business sections, believ- 
ing that store modernization on a com- 
munity scale can contribute materially 
to the advancement of local business, 
particularly in the retail field. 

To assist communities in this im- 
portant field of post-war development, 
The Kawneer Company has prepared 
a collection of material for local Cham- 
bers of Commerce, showing what has 
actually been planned in Niles, Mich., 
and other communities, together with 
definite concrete suggestions for launch- 
ing such a program in any town or 
city. This material is available to any 
Chamber of Commerce or similar or- 
ganization on request. 





Raffale Sacino 


Frrcusurc, Mass.—Raffale Sacino, 
57, proprietor of a shoe store here for 
many years, died recently after # short 
illnes. He was a native of Italy but 
had been in Fitchburg for 40 years. His 
wife, two sons in the service, two sis- 
ters and a brother survive. 
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Promoted to 
Rank of Major 


PHILADELPHIA, Pa.—Captain Edward 
4. Spector, formerly vice-president of 
Dial Shoe Co., here, of which his father, 


MAJ. EDWARD M. SPECTOR 


Abe Spector, is president, has been 
promoted to the rank of Major. Maj. 
Spector is a graduate of the Wharton 
School of Finance. He entered the 
Army December, 1941, and was com- 
missioned a Second Lieutenant on Sep- 
tember 12, 1942, at Harvard University. 
Major Spector has been overseas since 
January 5, 1944, and is attached to 
the executive administrative staff of 
the Army Air Force, European theatre. 


Early White Demand 
Felt in Cleveland 


CLEVELAND, O.—Exceptionally warm 
weather in March and early April, 
coupled with a. psyhcological fear that 
stocks might be inadequate, started 
people out prematurely to clinch that 
pair of white shoes for the Summer 
gason. As a result, those stores that 
got in whites early ran up a heavy 
turnover record in Cleveland territory. 

As was to be expected, the two-tone 
combinations of white with brown trim 
and white with black trim got the first 
all, and both men and women were on 
the hunt for spectator types. By mid- 
April, however, the call for plain whites 
had increased noticeably, well ahead of 
season. Unfortunately, many stores 
have been practically without whites or 
white combinations and this has served 
to heighten the run on the stores and 
departments that could offer them. The 
heavy call is reported both from qual- 
ity and popular priced outlets. 





terned, black patents still seem to be 
in the lead or at least on a par with 
tlack calf. Some popular priced stores, 
however, report blue calf or kid closely 
ing black patent, with black calf 
it third place. Red is also reported 
@ite strong in some quarters. Suedes, 
might be expected, are falling off in 
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far as general demand is con-- 
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It is logical that stores of prestige 
sell such distinguished footwear as 
Edwin Clapp shoes. Instinctively a 
man knows that in a retail estab- 
lishment, recognized for quality, 
he will be expertly fitted to Edwin 
Clapp fine shoes; for good names 
are usually found together. 





Our 90-year tradition of custom- 


grade, skilled craftsmanship is appreciated. by these stores, and the value of the 
tradition and the handiwork is borne out in their choice of Edwin Clapp shoes for 


win 








EDWIN CLAPP & SON, INC., EAST WEYMOUTH, MASS. 





demand. Reptiles are making a good 
showing. 

Cleveland retailers seem to be at 
some variance in their reports on open 
and closed shoes. While most of them 
report women still demanding open toes 
and heels, with sling back pumps and 
sandals definitely standing out, a few 
have detected a slight trend toward 
closed back shoes for women. 

No change has been noted in heel 
heights, with 18/8 to 21/8 extremely 
popular. Platforms with nailheads have 
been good, and perforations have like- 
wise helped the sales. Ornaments, in 


general, have been going strong. 
Although there was necessarily a 


slow-up following the Easter surge, 
business has been up to or above ex- 
pectations. The post-Easter white de- 
mand has boosted business consider- 
ably. Non-rationed shoes are strong 
mainly in popular priced stores. 

As far as men’s shoes are concerned, 
the demand for brown military styles 
stands out, though stocks in some stores 
are depleted. Brown sales in most 
stores run 70 per cent or better against 
30 per cent and less for blacks. In 
some places the call runs up to 90 per 
cent for browns though this is excep- 
tional. In the juvenile field plain 
brown, composition sole moccasins are 
cut in front. 
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In-Stock At-Once Delivery 
CHILDREN’S LEATHER SLIPPERS 


NON-RATIONED 


infants’ Sizes 6-8 
Children’s Sizes 12 
Misses’ Sizes 122-3 





Stock No. 301 





$4.55 
1 e polr 
Terme—Net 10 days F.0.B. New York 

18 & 36 Pair Orders 


Brown or Tan, also Red 
Flexible, Hard Leather Soles 
Scotch Plaid Lining 
Displaying—Merbridge Bidg. 
Room 644 
eo 5 serine Frank Murphy 


Reem 649 aay T and 2 
GERDA FOOTWEAR CO. 


158 Duane St.. New York 13, N. Y. 
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X-RAY SHOE FITTERS 
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The X-Ray You’ve Been Waiting For! 
‘by the originator of X-Ray Shoe Fitting’’ 
“Special” model illustrated represents 
pooh wy in X-Ray Shoe Fitting equip- 
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Leow Priced ‘‘Standard'’ model also 
available. 
Literature om request 


M. B. ADRIAN & SONS CO. 
X-Ray Manufecturers 

3117 Se. Legan Ave. Milwaukee 7, Wis. 

Service and Supplies for your present machine 

















Eleven-Point Action 


Plan of Shoe Guild 


New. YorK.—To clarify the pur- 
poses of the Guild of Better Shoe 
Manufacturers which is composed of 
sixteen of the country’s top-grade shoe 
producers, The Guild has formulated 
an eleven-point program to stimulate 
the production and the sales of high- 
grade footwear. 

Points in the plan are as follows: 

1. To maintain wartime gains which 
will increase the better shoe business 
and thus secure a rightful share of the 
consumer dollar for better shoes. 

2. To install the 12-month production 
and distribution program in order to 
insure year-around production and 
faster retail turnover. 

3. To broaden the market and to en- 
courage the sale of better shoes in 
towns and cities of all sizes. 

4. To cooperate with store buyers 
and merchandisers in-the buying, sell- 
ing and promoting of ‘better shoes, for 


-@ greater understanding of mutual 


problems. 

5. To work toward the relocation 
of better shoe departments and to sepa- 
rate them from moderate priced and 
corrective footwear. 

6. To coordinate more closely fash- 
ions in better shoes with fashions in 
better ready-to-wear and better mil- 
linery. 

7. To discuss industry problems that 
are of mutual concern to all high-grade 
makers in an effort to solve them col- 
lectively. 

8. To take group action on any radial 
changes affecting the better shoe busi- 
ness and the members of the Guild. 

9. To present training material to 
retail shoe sellers, giving them the 
quality story of why the better shoe 
is better. 
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GIRLS BROWN ELK 
CAMP MOCCASINS 
Brown No-Mark Soles 


RATIONED 
In Stock At Once Delivery 
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$1.65 


Sizes 4 to 9 
Write for Folder 


CONJOR SHOE COMPANY, 
287 Broadway New York 7, Ni. ¥. 

















10. To educate the American womai 
to the fact that better shoes are the 
greatest value of her entire ensemble 

11. To spread the gospel of bette 
shoes throughout a widespread and con- 
sistent public relations program. 





Circular Shape for New Sample Room 





St. Louis, MoM. K. Weil have opened a new store and sample room, 
The circalar we room is done in Lawon stra 
aminum incandescent fixtures w 

while the sample case Is lighted with cold cathode rays. 


shades. Spun 


grain oak with wajis in a 
drop spots illumine the 
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KEEP Grashee CLEAN 


Clean brushes last longerand do 
better work. Hold a wet sponge 
to the face of the revolving 
* brush until dry and hardened 
sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 


Power brushes should be clean- 





USE B2aehese CORRECTLY 


Weeks or even months of wear | 


can be added or taken from the 
life of a power brush depending 
on the treatment it receives. The 
best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 
faster. Too much pressure can 
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also mat down the hair or bris- 
tles causing them to cut against 
each other. 


ed at least twice a day. 





USE ALL OF THE Srask 


Another way to get maximum 
service from a power brush is to 
move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
efficiency of the brush destroy- 
ed. Reversing the brush at inter- 
vals also aids in obtaining longer 
more even wear. Use brushes 
correctly and before discarding 

_ ~0ne, make sure that it has given 
all possible production. 





Brushes not in use should be kept in a dry 
box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 








TAKE GOOD CARE OF WHAT YOU HAVE 





WHY CONSERVE? 
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SLIPPERS 








““IN-DOR-EES “” 
Flowered Print Mules 


for 
Immediate Delivery | 





1.8 


Colorful Print-Black Ben- 
galine, Covered Platform and 
Wedge Heel. Red lining. 
Leather Sole. Packed 36 pr. 
to case assorted sizes 4 to % 
= ga orders accepted 1 
pairs. 


WILLIAM COHAN CO. 
— Third Fleer — 
Play Shoes—House Shoes 


Slippers—Sport 
19 So. Wells St., Chicago 6, Ill, 

















Warn Purchases Two 
New Departments 


SPOKANE, WASH.—Warn & Warn re- 
cently purchased the two shoe depart- 
ments of the Palace Department Store 
here. Otto Warn as general manager 
will be in charge of both concessions. 





Shoe Production Up 
In January 


[CONTINUED FROM PAGE 73] 


Misses’ and children’s shoe output in 
January amounted to 4,052,668 pairs, 
an increase over both the December 
figure of 3,261,742 pairs and the Janu- 
ary, 1944, figure of 3,136,631 pairs. 

Infants’ and babies’ shoe production 
totaled in January 2,895,090 pairs, 
higher than both the December produc- 
tion of 2,362,124 pairs and that for 
January of last year—2,155,214 pairs. 


Named Partner 
In Shoe Firm 


NEW YorK.—Moe Gingold, who has 
been sales representative of Elias Bros., 
here, for the past five years, has been 





MOE GINGOLD 


made a partner in the firm, it was 
announced recently. Previous to his 
connection with Elias Bros., Mr. Gin- 
gold had been in business for himself, 
manufacturing shoes in the New York 
area. 

Mr. Gingold is a member of the Shoe 


Club and the Shoe Manufacturers’ 
Board of Trade. 
Walter Roose Observes 50th 


Year in Shoe Business 


Marion, IND.—Walter C. Roose, sales 
manager of the Marion Shoe Division 
of Daly Brothers Shoe Co., here, re- 
cently observed his 50th anniversary in 
the shoe business. His is an inspiring 
tale of constant advancement since he 
started in 1895 with Shively & Co. of 
Elkhart, Ind., where he was hired to 
sweep, run errands and act as general 
office boy. In the course of his fifty 
years, Mr. Roose was connected with 
the manufacturing and the retail ends 
of the business, having been associated 
with some of the best known firms in 
the industry. 


Price Chart Grace Period 
Ends May 4 


[CONTINUED FROM PAGE 73] 


his records. The information that usu- 
ally appears on an invoice must be 
carried in this statement. The original 
invoices must be kept available, of 
course, at the central purchasing office, 
or by the retailer himself. 

Sellers who have no cost records for 
any of the goods offered for sale on 
March 19, the base date of the regula- 
tion, cannot prepare pricing charts and 
must continue to price goods under the 
regulations that were in effect-on that 
day. These prices are subject to revi- 
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**SOCK-EEZ"' quality Celanese rayon, seam 
less sole, elastic top, one shade only, display 
box of 8 dozen or individual dozens ot §2.7§ 
per dozen pair—to retail at 3% per pair, 


| LYONS & COMPANY 
| 
| 





120 Duane St., New York 7, N. Y. 
Quality Shoe Store Supplies for 44 Year 
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DISPLAYERS 
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FOR MAXIMUM 
SHOE DISPLAY ALLURE/ 
To enhance Soe net SE, of your qual- 


ity shoe merch 
displayers of Hexce Lucite. 
All Highly Polished and Buffed Edges 
Mexce LUCITE 
@, 12" or 16 Shoe Smads... . . . each § 6.96 
Midget Shoe Stands . . . . «. perdosea 21.00 
Mend-Bag Besels. . 2 . . . « « per doaea Ly 4 
9 Mosiery Sands . . 2. 2 ms each 
06 Hosiery Seeds |. wt es och 495 
Write TODAY for “HECHT'S Glamorem Glan” 
Cirendar ! 


HECHT FIXTURE CO. 
Senco 1892 


212 Se. FRANKLIN STREET + CHICAGO 6, HLL. 

















sion by OPA to bring them in line with 
the price levels set by the regulation. 
Methods of preparing pricing charts 
also are provided for sellers who have 
cost records but no invoices, and sellers 
who have cost records and invoices for 
some goods but not for others. 


Minor Revisions 


Among the minor revisions and clati- 
fications are the following: 

Retailers whose sales of goods cor 
ered by the regulation are all accom- 
modation sales may, if they wish, price 
the items under the regulations that 
applied to them on the base day. 
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[t. Pope Awarded 
Bronze Star Medal 


BosToN, Mass.—For extreme courage 
and aggressive leadership under fire, 
Lieutenant Ralph L. Pope, Jr., U.S.N.R., 








LT. RALPH L. POPE, JR. 


formerly identified with the sales de- 
partment of the Northwestern Leather 
Gy Trust, here, of which his father 
is president, has been awarded the 
Bronze Star Medal. The award was 
made by Vice Admiral H. K. Hewitt, 
Commander of the United States 
Eighth Fleet, operating in the Pacific 
area. The citation, in part, reads: 

“For distinguishing himself by he- 
tic achievement as Commander of a 
Division of PT boats on offensive opera- 
tions against the enemy in the Ligurian 
Sea during the period from May 
through August, 1944.” 

Lt. Pope is a graduate of Harvard, 
dass of 1938. After graduating he 
joined the company of which his father 
isthe head and contacted manufactur- 
@s in the East. Enlisting in the Navy 
in June, 1941, he first served with 
Naval Intelligence and then transferred 
to sea duty with a PT boat division, 
where, in the words of his citation, he 
“exhibited extreme skill and daring in 
the conduct of numerous missions 
tainst enemy coastal traffic.” His 
@nduct, reads the citation, was “in 
keeping with the highest traditions of 
the Naval Service.” 


| 





Buffalo Showing Canceled 


Burrato, N. Y. — The Spring shoe 
thow of the Tri-State Shoe Travelers, 
Sheduled for the Hotel Statler, here, 
Was canceled by the War Committee on 
Gonventions. Both the association and 
Hotel Statler were notified to this 


Until almost the last minute it was 
that the show might be held as 
cts few out-of-town buyers, and 

Mist exhibitors come from only a short 

ce. Transportation difficulties 

lave made it hard in some cases to 
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No. 1420, $2.95, Black Colf, 14/8 L. HI. 


No. 1422, $2.95, Brown Calf, 14/8 Spectro HI. 
"Strut" is just what women do when they wear these 


ORDER BY NAME AND NUMBER 


No. 1242, $3.25, Black Calf, 14/8 Cov. HI. 


No. 1243, $3.25, Turf Tan, CF., 14/8 Cov. HI. 

Snappy style featuring intriguing ornamental bow. 
ORDER BY NAME AND NUMBER 
SENTRY No. 1220, $3.25, Black Cr. Kid, 14/8 Cov. HI. 
No. 1221, $3.25, Brown Cr. Kid, 14/8 Cov. HI. 
No. 1223, $3.25, White Cr. Kid, 14/8 Cov. Hi. 


ORDER BY NAME AND NUMBER 
It’s the truth, so help us! We're giving you 
PROMPT DELIVERY on these three stun- 
ning Tarsal-Treds — tops in both style and 


features. (12 million feet say “Thank 
Your customers won't hesitate to part 


with airplane stamps, once they see these 
ever-so-smart shoes. Not a war baby in the 
trio ! Order from our in-stock service today ! 


f 


N CURRENCY WITH ORDER! SAVE TIME! 


COMPANY 


US 16, OHIO 








send out salesmen, so that getting 
manufacturers, jobbers and retailers 
together in one group solved the prob- 
lem to some extent. However, the War 
Committee on Conventions did not see 
the necessity of a show. 





Infants’ Shoe Company 
Changes Ownership 


DANVERS, Mass.—Mrs. Day’s Ideal 
Baby Shoe Co., founded 48 years ago 
by Mrs. Adra L. Day, then a stitcher 
in a local shoe factory, has been sold 
to Mr. and Mrs. Paris S. McCutcheon 
of New York City, the latter known in 


the infants’ wear industry as Grace H. 
Neston, designer and merchandiser of 
children’s apparel. Mr. McCutcheon has 
been elected president; his wife is vice- 
president. Mrs. Day remains as a 
member of the board of directors. 

To Mrs. Day, founder of the business 
which bears her name, goes a major 
portion of the credit for the develop- 
ment of infants’ footwear along scien- 
tific lines. Not only did she set quality 
as a goal but enlisted as well the aid 
of the medical profession in the design- 
ing of lasts and patterns best suited to 
the growing foot. The production of 
her company has increased rapidly 
throughout the years. 












POM POM SLIPPERS 
WOMEN’S SLIPPERS 


PASTEL SHADES 
Non-Rationed 


In Stock—At Once Delivery 
$4.10 


per pair 
Sizes 4-9 














Terms: Net 10 Days, 


Minimum Orderis pairs 
NEW DUTCH LAST in CRYSTAL GLO 
Material 
Colors: Light Blue and Pink 
Sturdy Soft Sole 


Room 649. Mey Tend a 


GERDA FOOTWEAR CO. 


158 Deane Street, New York 13, N. Y. 
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PLUMP LEATHER UPPERS 
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PLAID SHOE LACES 








PLAID SHOE LACES in stock 
for IMMEDIATE DELIVERY 
Write for Color Card TODAY 


LYONS & COMPANY 
120 Deane St., New York 7, M. Y. 
QUALITY SHOE STORE SUPPLIES fer 44 yours 














Obituaries 


Victor G. Lumbard 


Girarp, 0.—Victor G. Lumbard, 76, 
president of Ohio Leather Company, 
here, died recently of a heart ailment 
while at his Summer home in Michigan 
City, Ind. 

Mr. Lumbard was well known in the 
shoe and leather trade. He had been 
president of the Calf Tanners’ Associa- 
tion, chairman of the Tanners’ Coun- 
cil of America, and had also served as 
chairman of the Washington commit- 
tee on the tanning industry. He had 
been president of Ohio Leather Com- 
pany since 1919. 


Howard B. Lape 


CoLuMBUS, OHI0.—Howard B. Lape, 
vice-president of Julian & Kokenge 
Company, women’s shoe manufacturers, 
died here April 23: He was 41 years 
of age and was known in the industry 
as a shoe man of exceptional ability. 
For a number of years he had served 
as factory manager for Julian & 
Kokenge Company. Prior to his elec- 
tion as vice-president in 1941, Mr. 
Lape was treasurer of the company and 
he also held the position of auditor. 
He had been in poor health for some 
time. 

Mr. Lape was a graduate in law 
from. Ohio State University. He was 
a son of Herbert N. Lape, chairman 
of the board of Julian & Kokenge Com- 
pany. Besides his parents, he leaves 
his wife, a son and a daughter, three 
brothers and two sisters. One of his 
brothers is Herbert L. Lape, president 
of the company. Another brother, 
Robert M. Lape, is treasurer. 





Thomas A. Delany 


Boston, Mass.—Thomas A. Delany, 
who retired several years ago as secre- 
tary-treasurer of the National Shoe 
Travelers’ Association, died April 9 at 
his home on Commonwealth Avenue, 
Allston, after a short illness. The 
funeral was held April 12 from the 
O'Donnell Funeral Home in Lowell, 
Mass., followed by solemn high funeral 
mass at St. Margaret’s Church in the 
same city. Burial was in St. Patrick’s 
Cemetery, Lowell. 

One of the best known members of 
the shoe traveling fraternity, Mr. De- 
lany, in his younger days, was identified 
with the T. D. Barry Company of 
Brockton, of the sales staff of which 
he was one of the most successful mem- 
bers for many years. Later, becoming 
interested in association activities, he 
helped organize the Boston Shoe Trav- 
elers’ Association and then the National 
association of which he subsequently 
became the full-time secretary, adding 
the treasuryship some time later. When 
N.S.T.A. headquarters were moved to 
Chicago, he remained in Boston as sec- 


retary-treasurer of the Boston 
tion until his retirement four yeareaal 





James M. Hinton 


Los ANGELES, CALIF.—James M. Hin. 
ton, 61, died recently after a thie 
week illness. For the past 38 yeay 
he had traveled the Pacific Coast fg 
Johansen Bros. Shoe Co. and was one 
of the best liked men in his calling, ip 
fact “Jim” was known by all as 4 
“salesman’s salesman” one of the high. 
est tributes his fellow shoe men cou 
bestow on him. A sizable delegation 
from West Coast Shoe Travelers Asso. 
ciates, of which Mr. Hinton was a men. 
ber, attended the funeral services. 





Walter Rogers 


Los ANGELES, CALIF.—Walter Rog. 
ers, who was about to start the Walter 
Rogers Shoe Manufacturing Co., here, 
died suddenly last month. 





James P. Smith 


Boston.—James Perry Smith, for 
many years a manufacturers’ agent 
with offices at 183 Essex Street, in this 
city, died April 18 in his home at 13% 
Chiswick Street, Brighton. He had re 
tired from business about four year 
ago. In his earlier days in the shoe 
business Mr. Smith traveled through 
the South and also the West as sales 
representative of C. A. Coffin & Co. 





Fred V. Hill 


Boston.—Word has been received 
here of the death of Fred V. Hill ata 
hospital in Keene, N. H. 

Mr. Hill, well known among shoe 
travelers, left the employ of the C. B 
Slater Co., in 1940 after having repre 
sented them on the Pacific Coast for 
several years. 

Before going with the Slater com 
pany, Mr. Hill had served first as sale 
representative of the Regal Shoe Co, 
at the time when Regal shoes were dis 
tributed through both Regal stores and 
independent retail merchants, and 
later, as sales manager in charge a 
agency sales. He left the Regal Shoe 
Co. and joined the Slater organization 
about 1920. 


Emil Conrad 

Wooster, 0.—Emil L. Conrad, 6, 
partner in the Conrad Shoe Store, here, 
died recently at his home. Mr. Conrad 
had been in partnership in the shoe 
store with his brother William for # 
period of ten years. Previously to his 
entering the store, he had operated two 
restaurants and a grocery store. 

Survivors are his widow, Mrs. Desss 
Conrad; one daughter, Mrs. W. 4 
Sands; two grandchildren; one brother, 
William; one sister, Mrs. Louise Strat 
ton; one half-brother, Fred Minion. 
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OUR 46TH YEAR 








from Tots to Teen-Agers 








JULIUS ALTSCHUL, INC., 117-125 GRATTAN ST., BKLYN. 6, N. ¥ 





Since 1899—One of America’s 


Finest Children’s Shoe Manufacturers 


Total production is now allocated to 
our present customers. We have a Post 
War program which will interest you. 
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Name Committees for UJA 
Drive and Dinner 


New YorkK—Planning for an all-out 
drive in the women’s and men’s shoe 
industry for the United Jewish Appeal 
of Greater New York and its four 
rescue, emergency relief and welfare 
agencies, leaders of the industry met 
for lunch recently at Hotel McAlpin 
and set the date for their annual din- 
ner, which will be held Wednesday, 
May 16th, at the Hotel Biltmore. 

Morris. P. Arnoff, of Arnoff Shoe 
Co.,, who had been named executive 
director of the Boot and Shoe Division 
of UJA, announced the names of his 
colleagues and fellow-officers as fol- 
lows: 

Executive chairmen: Irwin Berner, 
Shoe and Leather Mercantile Agency, 
Inc.; David S. Cohen, M. Cohen & Sons 
Shoes, Inc.; James J. Colt, Columbia 
Combining Co.; Fred Diamant, Desco 
Shoe Co.; Louis Edelstein, Lion Shoe 
0o.; Louis Fried, Siegel & Fried, Inc.; 
Max L. Friedman, A. S. Beck Shoe 
orp.; Harold Gessner, La Marquise 
Slipper Co.; Ben Kellner, Kitty Kelly 
Shoe Corporation; Herbert Posner, Dr. 
A. Posner’s Shoes, Inc.; Samuel A. 
Schneider, Cresent Shoe Co.; Max 
Liberman, Reider Shoe Mfg. Co.; and 
Edwin Farian, Knomark Mfg. Co., Inc. 
Chairmen of the various divisions of 
‘the shoe trade were named as follows: 
Shoe wholesalers, Herbert Posner; shoe 
thains, Louis Fried; better shoe manu- 
facturers, David S. Cohen; stitchdown 
manufacturers, Herman Kivelson, Five 
Star Shoe Co.; Gold Cross Shoes, Aaron 
J. Brown, Stuart Brooks Gold Cross 
Shoes; better retail shoes, Samuel G. 
Staff, Grossman Shoes, Inc., who was 
last year’s over-all chairman of the 
Bhoe Division; casual footwear and 
Gipper manufacturers, Philip Sobel, 
formfitting Slipper, Inc.; firm execu- 
tives, Sidney J. Waterman, Kitty Kelly 
Shoe Corp.; Marbridge Building, Her- 
bert Lehmann, Herbert Lehmann, Inc. 
' Allied industries, James J. Colt, 
olumbia Combining Co.; labor, Irving 

M Simon, Retail Shoe Salesmen’s 
Wnion, Local 1268, CIO; shoe retail 
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Schleisner’s Open Victorian Shoe Salon 





Harrisburg, Pa.—The new Victorian Shoe Salon at the William 8. Schieisner 
store, here, which opened recently, has its own separate entrance, apart from 
the estrasce to the store. Ali stock is concealed in the stock room af the back. 
This is the third enlargement of the shoe salon at Schieisner's since 1939. Ernie 


Barbush continses to direct the shoe department. 





stores, Louis Edelstein, Lion Shoe 
Stores, Inc.; shoe organizations, David 
Weiner, Arnoff Shoe Co.; Publicity, 
Miss Minna Morgenstern, Shoe Club. 





Protective Footwear 
Bought by Army 

BostoN.—Award of contracts to 
manufacture approximately 700,000 
pairs of protective footwear of various 
types has been announced by the Bos- 
ton Quartermaster Depot. Of this total 
more than 500,000 are four- and five- 
buckle all-rubber overshoes. Awards 
announced are: 

Four-buckle, all-rubber overshoes— 
United States Rubber Co., 128,000 
pairs; Goodyear Rubber Co., 58,500; 
Goodyear Footwear Corporation, 44,- 
500; Endicott-Johnson Corporation, 32,- 
000; Converse Rubber Co., 40,000; and 





Tyer Rubber Co., 32,300. Of the five- 
buckle type, 180,000 pairs are to be 
made by the United States Rubber Co., 
and 33,000 by the Cambridge Rubber 
Co. 

Arctic overshoes (Type M-45)—Hood 
Rubber Co., 60,000 pairs; La Crosse 
Rubber Mills, 58,000; and Tyer Rub- 
ber Co., 24,000. 

Other awards include 13,284 pairs of 
women’s four-buckle arctics to be made 
by the Hood Rubber Co.; 30,000 pairs 
of safety sole boat shoes and 7,500 
pairs of safety sole boat overshoes to be 
made by the United States Rubber Co.; 
1,000 pairs of firemen’s rubber boots to 
be made y the Hood Rubber Co.; and 
105,000 pairs of felt socks divided as 
follows: 

Holmes, Stickney & Walker, 30,000 
pairs; Wiley, Bickford, Sweet Corpora- 
tion, 30,000; Rasmussen Shoe Co., 24,- 
000; and B-W Footwear Co., 21,000. 
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CHILDREN’S and MISSES’ 
NON-RATIONED OXFORDS 


112%. 
Children's 8/2-12 
Misses* . . 1244-3 






Terms: Net (0 days, F.0.8. NW. Y. 
Minimum Orders — (8 pairs 


COLORS:— 
Blue, White 
Red and Brown 
Durable—W earing Soles 


Displaying: Reom 644, Marbridge Bidg., N. Y. 
Representative: Frank Murphy 


Hotel Morrison, Chicago, Ill. 
Room 649 May 1 and 2 


GERDA FOOTWEAR COMPANY 
158 Duane St. New York 13, N. Y. 
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LARGEST SELECTION 
OF TOP GRADE SHOES 


SPECIALISTS IN BETTER GRADE 
SHOES FROM 15 LEADING 
ST. LOUIS FACTORIES 


* 
MEN'S - WOMEN’S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 
While in town “C" Well 


M. K. WEIL SHOE CO. 
1215 WASHINGTON AVE. 








BARIS SELLS 


Quality Shoes from 
Merchandise, etter tor tone 
BARIS SHOE CO., Inc. 
worth 2-5199-1 
79-81 Reade St., New York 7, &. Y. 














About Shoe People 


Herman Larkey of Milwaukee, Wis., 
has joined the sales force of John 
Pilling Shoe Company sales force, 
representing the company in the state 
of Wisconsin. He will maintain a 
permanent sample room in the Cawker 
Building, 108 W. Wells Street. Mr. 
Larkey has been covering the Wis- 
consin territory for a number of years. 

*~ « . 

James (Jimmy) Schor, formerly with 
Charles Meis Shoe Mfg. Co., has joined 
the sales staff of Roth, Rauh & Heckel 
of Ripley, O. He will cover all of 
Michigan and Northwestern Ohio. For 
twelve years prior to his ten years with 
the Meis line, Mr. Schor represented 
the Cady Iveson division of U. S. Rub- 
ber Co. 





7> * 


William M. Collins, who has repre- 
sented Dunham Bros. Co. of Brattle- 
boro, Vt., for 35 years, has retired from 
active service. Mr. Collins traveled for 
the firm in sections of Connecticut and 
Massachusetts. H. A. Swanson, for- 
merly associated with G. Fox & Co., 
Hartford, Conn., will succeed Mr. Col- 
lins. 

7 - * 

Sam Sklar, owner and operator of 
Sam’s Family Shoe Store on the East 
Side of Detroit, Mich., has increased 
his business to such an extent that 
he had to move into larger quarters. 
Mr. Sklar started his business as a 
shoe repair shop in 1936, adding a few 
shoes in 1937. 

* . * 

Ben Solnit, head of the Solnit Shoe 
Company of Los Angeles, is leading 
his industry’s division as chairman in: 
the United Jewish Welfare Fund’s 1945 
drive for 50,000 contributors in that 
city. Assisting him as co-chairman of 
the Shoe Division are L. Greenberg, 
Abe Scharlin and Jack Smith. P. Karl, 
dean of the division, is serving as 
“elder statesman.” 

> 7 : 

Max Friedman, president of A. S. 
Beck Shoe Corporation, New York, has 
been named chairman of the Retail 
Shoe Stores Division of The Roosevelt 
Hospital District Service Expansion 
Fund. This. division reprenest one of 
forty commerce and industry groups 
in the hospital’s first organized appeal 
to business interests of the West Side 
in its seventy-five-year history. The 
campaign goal is $1,000,000. 


William Pidgeon, nationally known 
shoe retailer, will serve in an advisory 
capacity in an administrative course 
which the Rochester, N. Y., Business 
Institute will give without cost to re- 
turning servicemen to help them. de- 
cide what work they will take up in 
civilian life, and to help prepare them 
for it. Representatives of other lines 
of business will also serve on the com- 
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Available for Immediate Delivery 
Large Quantities of LOW HEEL, 


LOW ANKLE SHOE FORMS for 


PLAY SHOES 
Slippers, Oxfords, 


Moccasins. 













65¢ per pair 

SIZES: 5, 5%, 6 
Slightly Used 

Excellent Condition 


READE SHOE FINDINGS CO., INC. 


115 West Broadway, New York, N.Y. 
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mittee, the members of which will be 
qualified to give detailed information 
about the particular type of work in 
which each veteran is interested. 

* > 7 

L. D. Fox has been appointed man- 
ager of the Cincinnati store of the Nis- 
ley Shoe Company in the midtown re- 
tail district. He has been with the 
company for 17 years and formerly was 
manager of Nisley stores in Indiana- 
polis, Ind., and Rochester, N. Y. 

7 . « 

Lieutenant Victor Kanners, of De- 
troit, Mich., previously reported miss- 
ing in action, has been located 2s & 
prisoner-of-war in Germany, his family 
has been advised. He is the son of 
Samuel Kanners of Wendt and Kan- 
ners, well known Detroit shoe findings 
house. 

7 ” = 

Samuel Stern, general manager of 
ABC Backing Corp., St. Louis, Mo. 
has extra responsibilities now as 8 
member of the executive board, having 
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Dates to Remember 


Michigan Monthly Shoe Show, 
Hotel Statler, Detroit, Mich. 
Pantlind Hotel, Grand Rapids, 
Mich. May 13, 14, 15, 1945 
Third Annual Show, ated 
Shoe Travelers, Plankinton 
Hotel, Milwaukee, Wis. 
June 10, 11, 12, 1945 
Monthly Shoe Showing, Shoe 
Travelers’ Association of Chi- 
eago, Morrison Hotel, Chicago, 
li. June 25, 26, 1945 





been elected assistant secretary of the 
empany. ABC Backing Corp. is an 
affiliate of Acme Backing Corp. of 
Brooklyn, New York. 


*- + * 


Raymond A. Wolff, export manager 
of Albert Troste! & Sons Co., Mil- 
waukee, Wis., spoke before a recent 
meeting of the Shorewood Co-operative 
Club on “Latin America and the World 
Situation.” Mr. Wolff, an authority on 
latin American affairs, returned re- 
cently from a trip to the Latin Ameri- 
can countries. 

+ 7 7 

Clarence W. Galloway has accepted 
the position of manager of the main 
floor and basement shoe departments 
al the Palace Department store, Spo- 
kane Wash. He has been connected 
with retail shoe selling in Spokane 
for many years, and was recently with 
Thomas & Gasman, men’s store. 

+ . . 


Warrant Officer Robert E. Miller, 
iecently graduated from Pursers School 
at the U. S. Maritime Training Sta- 
tion, Sheepshead Bay, Brooklyn, now 
stationed at Portland, Ore., has been 
assigned to his ship. He is the son of 
Irving G. Miller, New Kensington, Pa., 
shoe merchant. 








* * * 


J. Mitchell is now manager of Karl’s 
Shoe Store in Yuma, Ariz., following 
his discharge from the Army. Previous 
to doing his stint for Uncle Sam, Mr. 
Mitchell managed the Karl store in 
Calexico, Calif. 

> 





* * 


Henry Brockman has been hororabiy 
discharged from the Navy after serving 
since Pearl Harbor as a Chief Petty 
Officer, a post he held during World 
War I. For a number of years he was 
West Coast representative for Boyd- 
Welsh, Inc., St. Louis. No immediate 
Plans for the future have been made. 


Marvin W. Wagoner has been named 
buyer for both upstairs and downstairs 
departments at L. H. Field Company, 
leased by Herpolsheimer’s Grand 
Rapids, Mich. He was with the R. H. 
Fyfe store, Detroit for about ten years, 
&8 assistant manager of the better 
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ictory! 


_ Approximately 70% of each day’s production now goes to our 
Army and Navy. To date, nearly 2,500,000 pairs have been pro- 
duced for our Armed Services, with the W. L. Douglas name 
stamped on every pair! 


AN 
IN 


And today’s servicemen will be your number one customers 
tomorrow, for large-space, consistent W. L. Douglas advertising 
has appeared in these servicemen’s publications regularly for the 
last two years reaching over 7,000,000 servicemen each month. 


OUR ARMY FLYING 
OUR NAVY SKYWAYS 
LEATHERNECK FOREIGN SERVICE 


U. S. COAST GUARD AMERICAN LEGION 
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Diivglas Shoes 


S@SHOE CO., BROCKTON I5. MASS. 


New York Offices: Marbridge Bldg., New York 1, N. Y. 
West Coast Offices: Haas Bidg., Los Angeles 14, Cal. 
THEY HAD TO BE GOOD TO BE LEADERS FOR 68 YEARS 
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grade women’s department on the third 
floor. 
. 7 > 

Leonard Fox, of the shoe department 
at Peters’, downtown Detroit specialty 
sportswear shop is the father of a new 
baby girl. 

os 2 * 

John L. Myers has been admitted to 
partnership in the North American 
Shoe Co., wholesale’ firm in Providence, 
R. I. The company has been operated 
for about 15 years by Gustav Dreyfus, 
who now becomes co-owner with Mr. 
Myers. 

Mr. Myers and Mr. Dreyfus have also 





wholesale company. They will operate 
both companies, with the possibility 
that they will eventually be merged 
into one company. 


J. Scarborough has been elected 
president of the Tampa, Fia., Shoe 
Retailers’ Association, succeeding Mor- 
ton Williams. Robert Wood was re- 
elected vice-president and Rudolph 
Solomon, secretary and treasurer. Di- 
rectors re-elected were Sam Ferris and 
Herbert Livingston, and new directors 
chosen, Sam Gardner, Morton Williams 


‘and A. P. Lengo. 
formed the Rhode Island Shoe Co., a | 


[TURN TO NEXT PAGE, PLEASE] 
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Because of the shortage of 

we cannot supply all of ©. A 
Haines shoes wanted by our customers. How- 
ever, we are servicing all on a fair quota 
basis to insure equal treat- . 





508 S. Peoria St. 























FOOT BATHS 


FOOT RELIEF 
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About Shoe People 
[CONTINUED FROM PREVIOUS PAGE] 


Promotion of Wesley R. Sampson of 
Fulton, Mo., from second to first lieu- 
tenant, has been announced by Major 
General R. B. McClure, commanding 
general of the Chinese Combat Com- 
mand. Prior to entering the Army in 
January, 1942, the lieutenant was em- 
ployed in the lasting room of the In- 
ternational Shoe Co, at its soft sole 
factory. : 

* é . 

R. C. Steele, buyer of better shoes 
in Burdine’s, Miami, went on a buying 
trip recently which took him to a num- 
ber of Northern markets. 

- * * 


Pfc. Louis Guilmet of Nashua, N. H., 
former state director of the CIO, has 
attained a record for brevity in being 
a German war prisoner. Captured with 
six other doughboys as they went on a 
night patrol, he made a daring escape 
13 hours later, bringing back with him 
23 other American and French prison- 
ers. Private Guilmet wears the Bronze 
Star and Purple Heart. 

” * + 


Former Gov. Francis P. Murphy, 
head of the J. F. McElwain Shoe Co., 
shoe manufacturers, of Manchester and 
Nashau, N. H.,.attended the recent 
funeral of President Roosevelt. 

* * ~~ 

M. F. Cronkhite, president of Turrell 
Shoe Co., Seattle, Wash., has been 
selected as'a new trustee of the Seattle 
Chamber of Commerce. He was re- 
cently, elected chairman of the retail 
trade bureau of the chamber. He suc- 
ceeds in this latter post C. F. Klopfen- 
stein, who heads the Klopfenstein 
stores, 

_- * > 

Ralph Ingle is. going into the retail 
shoe business in Taft, Ore. He left re- 
cently for Spokane, Wash., on a buy- 
ing trip to obtain stock for his new 
family shoe store. 


White Resigns from 
Roberts, Johnson & Rand 


ST. Louis; Mo—A. L. White has re- 
signed as children’s shoe merchandise 
manager for Roberts, Johnson & Rand 
Branch of International Shoe Co. He 
is entering the citrus confectionery 
business in Florida. 

Ed Quigley will sueceed Mr. White 
as children’s shoe merchandise man- 
ager. He will be assisted by Elmer 
Braun. Both of these men have been 
associated with children’s shoes at 
Roberts, Johnson & Rand for the past 
twenty years. 


British Mission 
Defers U. S. Visit 
[CONTINUED FROM PAGE 74] 


and retailers’ associations and the Tan- 
ners’ Council of America were also in- 
vited guests. 
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e SHOE BEAUTIFIERS « 
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STYLE #51 EXOTIC ROLL 


hic wai 













$1.00 per pair 
immediate and Future Deliveries 
Send for IMustrated Catalog of Shoe agi 


DANIELS MANUFACTURING CO, 
8520-20th Avenue, Brooklyn, N.Y, — 
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vilian Footwear; 
(James Southall and Co., Ltd., Nor 
wich); Mr. George Denton (B. Denton 
& son., Ltd., Rushden); Mr. G. R. Cob 
vin, Secretary of the Federation, and 
Mr: H. Bradley, representing British 
Boot, Shoe & Allied Trades Research 
Association. 












HEAVY BRowN uPPERS 94-45} Trac 
ORTHOPEDIC RUBBER SOLES 
IN STOCK 

Broad: 
Produ 
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MEN'S SIZES 6-12 $1.45 he 
oven on Sraes 3- 6 $1.40 B the « 
omis" end OTHER MOCCASINS and SLIPPERS I thoes ar 
CONJOR SHOE CO. _ | #fsr f 
287 BROADWAY, NEW YORK Cit} | This s 
tive bro 
company 
The complete membership of the pets. | 
British delegation which was to have on gre 
visited this country, as originally an- py 
nounced, was as follows: Mr. J. H. Bott Is ¢ 
(J. W. Moir & Co., Ltd., Sileby), Presi- ary fo 
dent of the Boot Manufacturers’ Fed- etur 
eration; Mr. J. H. C. Newton (A. & W. | Mae § 
Arnold, Ltd., Northampton), Deputy | “ 

President of the Federation; Mr. G. H. Adams 
Durston (George Durston & Son, Ltd, | 
Leicester), former Controller of Cr | Goodr 






Mr. J. L. Hanly 
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Broadside Explains 
Production Situation 


BrocKTON, Mass.—Despite the fact 
that Stacy-Adams civilian shoe deliv- 
@ies are being maintained at a rate 
Well above the pre-war level, all holders 
@ the exclusive franchise to sell these 
thoes are on an allotment basis which 
is far from adequate. 

This statement is made in an attrac- 
tive broadside recently mailed by the 
@mpany to all its accounts and pros- 

Productive capacity is 300 per 
greater than in the days prior to 
outbreak of war, but two-thirds of 
is devoted to the manufacture of 
footwear. 


oz Pictured in the broadside are high- 
W. | @ade stores and departments from 


to coast which handle the Stacy- 


RON, O.—A broadside outlining 
of the potential postwar applica- 
of its recently announced Pres- 
Sealing Zipper, now going exclu- 
into military products, has been 
shed by The B. F. Goodrich Com- 


‘i 
Pt 


pany, here, and is available upon re- 
quest. 

The Pressure Sealing Zipper is an 
arrangement of overlapping rubber 
lips applied to a slide fastener to pro- 
vide an effective and complete seal to 
any pressures which can be withstood 
by the structural strength of the 
fastener. The seal will not let gasses 
or liquids through, even under high 
pressures. 

Among potential uses for the Pres- 
sure Sealing Zipper given in the pub- 
lication are footwear of many types, 
which can be made easier to wear and 
yet completely water-tight. 

The company has also published a 
new booklet on the natural and syn- 
thetic rubber adhesives which it manu- 
factures. Directions for the applica- 
tion of natural and synthetic rubber 
cements are included. Copies can be 
obtained upon request. 

Synthetic rubber cements designed 
to meet bonding requirements for syn- 
thetic rubber products are also de- 
scribed and the instructions for their 
use given. 

One of the most important parts of 
the new publication is the discussion 
on how to choose the right kind of 
cement for various applications. The 
booklet also outlines the differences be- 
tween the vulcanizing and non-vulcan- 
izing types of rubber cement, and con- 
tains a table giving data on cement 


weights, colors, and ‘base materials 
used. 


Veteran Re-employment 
Problems 


“Rehiring Your Company’s Veter- 
ans” is the title of a comprehensive 
pamphlet published by. the Research 
Institute of America, Inc., 292 Madison 
Avenue, New York, which explains in 
detail the obligations employers have in 
connection with the re-employment of 
returned veterans, and the various per- 
sonnel problems arising in connection 
with these obligations. 

“Providing jobs for veterans of 
World War II is a responsibility which 
we all recognize as one of our most 
serious obligations in building a better 
post-war world,” declared Director of 
Selective Service Lewis B. Hershey in 
the Foreword of the book. Its content is 
indicated by the chapter headings: When 
the Veteran Comes Back; Your Rehir- 
ing Obligations under the Law; Where 
to Get Help in Retraining Veterans; 
The Meaning of “Changed Circum- 
stances”; Solving Seniority Questions; 
Unions and Veteran Re-employment; 
Planning a Personnel Policy for Veter- 
ans; Steps in Rehiring the Veteran; 
Handling the Disabled Veteran; Chart 
for Placement of Disabled Veterans; 
How to Keep Key Employees; Local 
Board Memorandum 190-A; Excerpt 
from Selective Service Act. 


b A) 
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PLAY MOCS 





Loat with Leisure 


MOCCASINS 


For Men and Boys 





$7 @ Plump Elk Uppers 
 — @ Rich Antique 
Finish 

@ Handsewed Mec- 
casin Effect 

@ Perfect Fit and 
Styling 

@ Flexible Comp. 
Soles 

@ Full Leather Soct | 
Lining 


Sizes 4-12 D Widta | 


SEND RATION GHECK WITH ORDER 


or er er err 


FOOT APPLIANCES 


IT’S NEW 


“Seamless” Bunion Protector 


YX 


Made of Top Grain Cowhide, De- 








NG we cA ara char Sams 
painful friction. 
Your SHOE FINDER has MODERN’S 
SEAMLESS BUNION PROTECTOR 
Hf not, write 








ORTHOPEDIC 
COMPANY 


ny. @) DB) chan: 
APPLIANCI 





OPA Officials Speak 
At Michigan Meeting 


Detroir, MicH.—About 50 upstate 
shoe retailers met at the Hotel Weno- 


2 


Discuss Plans for 
Membership Drive 


Boston, Mass.—Plans for a continua- 
tion of the intensive membership drive 
already under way were discussed at a 
luncheon meeting of the Boston Shoe 
Travelers Association held recently at 
the Parker House in this city. All of 
the fifty-odd members present were fur- 
nished with mimeographed lists of ac- 
tive-membership prospects, associate 
membership prospects, and prospects to 
whom it is hoped advertising can be 
sold for use in a year-book directory 
planned by the association under the 
leadership of its president, Leon E. 
Kelley. Associate members are being 
recruited from the ranks of New Eng- 
land merchants and will be entitled to 
receive copies of the year-book which 
will list the names of ‘manufacturers 
who have New England distribution 
and will include the names and ad- 
dresses of their New England sales 
representatives. 

In an informal speech, Frank B. Mas- 
terson of the Hub Shoe Co., urged that 
the association outline for itself specific 








Oe es ee OF 6 Ort ee 


GIRLS' CASUALS 


ee Ot Or, 


GIRLS’ KNOCKABOUT 


RATIONED 


$2.38 


Girls’ Elk Casual, Antique Finish, 
Brown Sole and Heel. 


Write for Folder 


CONJOR SHOE CO. 


| 287 Broadway 


be 





Discussing the membership drive at a recent meeting of the Boston Shoe Travelert 


Association. 


chairman, Committee on Associate Memberships; Leon 


Left to right: Frank B. Masterson, guest speaker; John M. Aheafi, 


E. Kelley, president; ont 


A. P. Richards, secretary. “ 


objectives to the end that some real 
service may be rendered the industry. 

President Kelley announced at the 
business session following the meeting 
that the active membership list has 
grown to 132 since January 1; that as- 
sociate members now number 170. The 
goal set for the former is 200; for the 


latter, 500. Sales of advertising for the 
year-book now.total about $3,200, with 
a goal of $15,000. 

Association plans include a banquet 
with entertainment to be held net 
November during the shoe show to lt 
held, ODT permitting, at the Parke? 


House. 
— 





nah, Bay City, Mich., in the second of 
a series of regional meetings held under 
the auspices of the Michigan Retail 
Shoe Dealers Association. 

Main theme of the Bay City meeting 
concerned problems arising in connec- 
tion with shoe rationing, together with 
price control regulations. The meet- 
ing was signally important in having 
a number of OPA officials.as speakers. 

Heading them was William A. Mol- 


ster, director of the seine 
Products Division, Washington, wht 
went thoroughly and frankly into 
problems and reasons back of va 
regulations, and showed shoe men hi 
the administration of controls ap 
from the other side. ' 
Also speaking were Joseph | 
Charde, head of the Operations 
of the Shoe Branch, Washington, 
F. L. Hogan, Cleveland. 
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Made by Du Pont...sold by United 


...for better BUSINESS 


“TEXON” products can be the star salesman 
for your shoes. They'll help you win the con- 
fidence of people who buy your shoes . . . the 
people who wear them. And they'll help build 
your list of steady customers! “Texon” is 
Du Pont’s trade name for a special elastic- 
bonded fiber product that has many character- 
istics of true leather. 


“Texon””* plus United technical sales service 
are helping to solve shoemaking problems! 


made by 
E. I. du Pont de Nemours & Co. (inc.) 
Fabrics Division 


Russell, Massachusetts 


* To the extent of available production. 





DISTRIBUTED BY 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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SALESMEN WANTED 





HELP WANTED 











Essential Workers need Release Statements 





Essential Workers need Release Statements 








REPRESENTATIVE: FOR LARGE 
WHOLESALE SHOE ORGAN IZATION, 
to cover — and South Caroli 


ng eceltial. Write full details. 
Address: Box Essa Boot and Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


SIDE LINE SALESMAN WTD. 


LR ey Line, Children’s, Misses’ 

nd Women’s High Grade Play Shoes, non- 
oslenna Children’s and Women’s Slippers. 
5% commission basis. All territories open ex- 
cept York City area. Address #550, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 



















































HELP WANTED 
Essential Workers need Release Statements 
aes WANTED 





ASSISTANT TO PRESIDENT 


A capable man for handling adver- 
tising and merchandising for Chain 
of Orthopedic Shoe Stores, and to 
serve as right hand man to the 
founder and head of a large and 
growing organization with an ex- 
cellent future. We prefer a man 
with ideas, and who can help in put- 
ting ideas into execution; prefer- 
ably draft exempt. Give age, past 
, and present 
Address’ 251s, care BOOT & SHOE RECORDER 
208 South State Street, Chicage, iil. 



































HOE SALESMAN . 
S 


. Earn $300.00 
$500.00 month in the STYLE SHOP 
OF fee SOUTH. Commission basis. $50.00 
guaranteed. THE GUARANTEE 
onc CO., San Antomeo, Texas 








SHOE SALESMAN: Make big earnings in 

one of the "s largest stores selling 

shoes. Commission basis, with a sub- 

guarantee. Applicant must be 

draft exempt. State age experience. Apply: 

eS 323 Granby Street, Norfolk, 
a. 





























MANAGERS 


Retail Shoe Chain, splendid oppor- 
tunities for experienced Managers 
with large progressive Shoe Corpora- 
tion. Our post-war plans have created 
several excellent opportunities. 

In reply give complete detail of experience 


Address #530, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York (7, N. Y. 





BUSINESS OPPORTUNITY 


“7 


turing Centers of Mexico, exci 
Sales Agencies for Mexico of the fol. 
lowing products: 

Abrasives 

Bottom inks and Stains 


e inks 
enalos and Awis 
Threa 





WANTED 


Linings, etc. 
Itation Leathers 





YOU MAY BE THE VERY SALES 
MANAGER WE ARE LOOKING FOR 


We are interested in a Sales Manager 
for our Men’s Dress Shoe Sales Divi- 
sion. Our company is one of the 
well-known large shoe manufacturers 
with firmly established distribution 
throughout the U. 8. 


You may be satisfied in your present 
{ov but our proposition will probably 
nterest you. How about sitting down 
and writing us a letter about yourself 
today. Of course, the man we n 
must oy with a successful record 
of progressive merchandising, selling 
and sales control experience. this 
is your background we want to know 
about you. 

Complete details about yourself must 
be given in Sree letter, including pres- 
ent earnings. All correspondence will 
be kept y -¥- confidential. Write 
today to 


Bex No. 540, care BOOT & SHOE RECORDER 
100 East 42nd Street, Now York 17, N. Y. 











W ANTED: RETAIL SHOE SALESMAN— 

permanent position with one of Kansas Ci cw. 
ay s, wg Bonney of high grade shoes 

or Men an opportunity for 

Ld a Prefer draft — give refer- 

; past experience —yy Ay ary expected. 

Address # #542, care Boot & S hey 100 
East 42nd Street, New York 17, N. Y. 





EXPERIENCED SALES WOMEN. 

fitters to replace men who have been 

into vital war industry; pleasant hours and 
working conditions, and good salary. High 
type family shoe store; specializing in correc- 
tive fittings. Central} hes Jersey. War Man- 
power regulations observed. Address 3544, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 








S TORE MANAGER WANTED: For Shoe 
Store in Southern City of 20,000. Regular 
ib ee sow ond ates Oo ee 
Give complete particulars, with ref 

first letter. Address #545, care Boot & 
Recorder, 100 East 42nd Street, New York 17, 








Cork, Felt and other Platform Material 
Cement for Cemented Shoes 

Solvent for Cemented Shoes 
Machinery for Cemented Shoes 

Shoe we of all kinds 





Suede ond Os Calts kins 
EVERYTHING FOR THE SHOE INDUSTRY 
United States and Mexican references. 


Address: Box #496, BOOT AND SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








ACTIVE PARTNER WANTED in 2 good 
going Gold Cross Shoe Store in Jersey City. 
About $8,000 cash required. Address 
care Boot & Shoe Recorder, 100 East 42m 
Street, New York 17, N. Y. 








Bic MONEY; building and fitting your ow 
make Arch Supports. Private instrnetions 
Take oe — or casts 


OUTH FOOT APPLIANC “REMEDIES 
CO., Plymouth, Ohio. 






















ASSOCIATE WANTED: Owner _ getting 
along in years. Son in Navy. Old estab 
lished, big money making business. Natioe 
ally advertised. — pte nar t. Your 

sition vi care consi 

OUTH TOOT APPLIANCE & “REMEDIES 
COMPANY, Plymouth, Ohio. 











LINE WANTED 


Essential Workers need Release Statements 


SALESMAN, NOW apy By 

ita teen A a arenas — 

sires fast line of quality ‘Children’s Show, 

Sang CeaP yee eA e 

Heel 

tioned; also Men's and Children’s House Shoes 
MONTE GRAY, 902 Keeler Avenue, Bartle 





























INE WANTED NEW YORK CITY AND 

eee 
‘ort 

Saee cetallers Large following, well established 


basis. Address 3543, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y. 















CLASSIFIED ADVERTISING RATES 


The. rate tor “Position and Lines Wanted” advertisement 
{ other classified adverti 


ie 4 Gents 


per word for reo. ttn esvereicnmenss 4 
the rate is 7 cents f 
address. in a 





other cases of toe 
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LINE WANTED 


WANTED TO PURCHASE 


_ WANTED TO PURCHASE 





Workers need Release Statements 


KNOWN SALESMAN is for 
featured shoes, Men's, en’: 
pe Setet fines, Highest 
ust nes. 
MAN, 360 South Roxbury 
Hills, California. 


LS ong THE TWO CAROLINAS 


i 





me 





. 
ree 


F 
8 
4 


i . 
deliver contact: H. L. TERRY, Uni- 
Ridge Apts., Greenville, S. C. 


POSITION WANTED 


ay 
3 








LIPPER PRODUCTION EXECUTIVE, 
S thorough knowledge of Cement Process, 
seeks proposition with established manufacturer. 

make investment if required. Address 
#546, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





ANAGER: Married, Age 41, Now man- 

aging retail shoe store for Nationally known 
Chain in large Eastern city; doing over $200,- 
000, desires to make Miami, Florida, his 
permanent home. Excellent references. Address 
#551, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 








TTENTION! AVAILABLE MAY FIRST; 
A 20. years shoe business; age 39; single; ex- 
cellent reference; ambitious, creative, reliable; 
window trimmer. Proven store manager. Ad- 
dress #547, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y¥ 


ARE YOU IN NEED OF A GOOD SHOE- 





MAN? I am a veteran, 34 years of age, 


Je, 20 years’ experience in selling, man- 

\ : merchandising. Would go anywhere. 

care Boot & Shoe Recorder, 109 
42nd Street. New York 17, N. Y. 


BUYER. NOW MANAGING HIGH GRADE 
FAMILY SHOE STORES desires to locate 
as Buyer-Manager in Arizona or Southern 
California. Western experience. Must give 
tt employer thirty days’ notice. AD- 
DRESS: Box #549, Boot and Shoe Recorder, 
209. South State Street, Chicaco 4. Til. 


FOR SALE 














DRYER FOR SALE 
wer York le ta aaa 
' 


Address Ne. 541, OOT & SHOE RECORDER 








100 East 42nd Street, New York 17, N. Y. 





For SALE: ONE OF CENTRAL OHIO’S 

BEST GENERAL SHOE STORES; popu- 
lation 100,000. Stock about $15,000. Location 
100%. Reasonable rent. Sickness compels rae 
to sell. Address: Box #554, care Boot and 
Shoe Roverdes, » 209 South State Street, Chi- 





RETAIL FAMILY SHOE DEPARTMENT, 
L industrial city near Boston; rental low; 
good; complete clean stock, fixtures, 

Good opportunity for owner to make a 

i $30,000 a 

if properly watched. 


£ you are interested. 
ment will require about $7,500 in cash. Stock 
mostly up-to-date shoes. All answers 
ly confidential. Address #553, care 
Shoe Recorder, 100 East 42nd Street, 
ork 17, N. Y. 


WANTED TO PURCHASE 


BETTER GRADE FAMILY SHOE STORE. 
Volume $100,000. or more; any city with 











WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH AND RATION CURRENCY 


SMORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 





SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 
95 Reade St.. New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1996 











WE BUY 


SHOE STORES 


FOR CASH 
BARSH & CEASAR 


tT) a en Pe 
Phone MARiet 1666 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 

LEASES ASSUMED 


SHORT 
B. SABIN 

98 DUANE ST. NEW YORK 7, N.Y. 
Telephone WOrth 23-2515 








SELL YOUR SURPLUS STOCKS 
te 


KIRSCH-BLACHER CO., INC. 
established 1915 


We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5877 and S878 and S878 











12TS Washington Avenue—St. Louis, Mo. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 
convert into cash and ration currency 
YOUR NAME PROTECTED ... WRITE — WIRE OR PHONE 
SPECIALISTS IN FINE SHOES FOR 15 YEARS 








BARIS BUYS 


FOR CASH. 
BARIS SHOE CO., Inc. 
WOrth 2-5180- 


‘ 
79-81 Reade St., New York 7, N. Y. 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadciphia, Pa. 
Phene Lembard 2062 











I WANT TO BUY A GOOD FAMILY 

SHOE STORE featuring medium and better 
grades, doing $75,000 or more per year. Will 
pay good price for a good stor. Cash transac- 
tion. If you are about ready to retire, this may 
be your opportunity. Prefer Middle West. Ad- 
dress #555 care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








The Retailer’s Job in 
Holding the Line 


[CONTINUED FROM PAGE 60] 


distributive trades. Of course, this is 
not the complete profit picture but our 
findings show no general hardships re- 
sulting from OPA’s price control 
policies. 

Gross dollar margins have risen 
sharply for the wholesaler and retailer 
during the war. In many trades, nor- 
mal percentage markups have been 
added to higher buying prices allowed 
by OPA or coming from a shift to 
higher-priced lines. 

Simultaneously, operating expenses 
as a percentage of sales are down for 
these trades. There has been a marked 
decrease in selling costs, shipping and 





delivery costs, mark-downs, credit 
losses, trade-ins, repossessions, and con- 
signment selling losses. Net profits be- 
fore taxes have increased with high 
dollar gross margins and lower operat- 
ing expense rates. 

The distributive trades have acquired 
a capacity to withstand the impact of 
some increases in manufacturers’ prices 
without corresponding increases in sell- 
ing prices. 

Cost absorption is much easier ap- 
plied to production prices than to whole- 
sale and retail prices. To begin with, 
many wholesalers and retailers contend 
they should be allowed to follow the 
merchandising policy of adding a nor- 
mal percentage mark-up to a cost price 
to obtain a selling price. If there has 
been an increase in the cost price, they 
expect OPA to allow a similar selling 
price increase. The cost absorption 
principle must be applied by OPA to 
determine whether such an increase in 
selling price is needed. 

A price increase at one level does not 
automatically nfean a price increase at 
the next level of distribution. 

(Part II will follow in an early issue.) 





FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 


slip at the heel, or gap at 
the sides. Any fullness or 

.00 wrinkles in leather or fab- 
$ ric are easily shrunk with- 
Curved type tree eat harm. 
Special combination offer 
included in a prices). 
Send your order or write for detafi informatics. 


E. C. SMELTZER CO. 
t21 BE. Gist Street, Indianapolis, Ind. 


eat ao SOE 


$32.50 (fuid- 








Shoe Purchases Average $6.02 


MINNEAPOLIS, MINN.—A recent find- 
ing of the Minnesota Poll revealed that 
the average Minnesotan pays $6.02 for 
each of the two and one-half pairs of 
shoes he buys each year. 

The Minnesota Poll is a public ser- 
vice of the Minneapolis Star-Journal 
and Tribune, which makes scientific 
cross-section surveys of the adult pop- 
ulation of Minnesota. 

One of the questions asked in the 
survey was: “During normal times, 
how many pairs of regular shoes do 
you buy for yourself each year?” 
Percentage buying One pair 

Two pair .... 
Three pair ... 
Four pair .... 

Five pair .... 

Six pair 

More than that 1% 

By further breakdowns, it was 
learned the average woman buys 2.8 
pairs of shoes each year. For the same 
period of time, the average man buys 
2:3 pairs of shoes. 





ADVERTISING 


Va (' TLL 


—here's how to get 
More Business! 


HE Vincent Edwards idea Clipping 
Viece has over 2,000 satisfied users. 
Each order filled ‘according to what 
want; wholesalers usually request 
Dest retail ads; manufacturers usually 
want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service Organization 
342 Madison Ave., New York City 


Please tell me more about your news- 


paper od cli service A. special 
short term fel often. 














Another question asked by the poll 
was: “Approximately how much do you 
pay for each pair of shoes?” 
Percentage paying $2.00 

$3.00 


$12.00 or more. 4% 

Don’t know . 1% 

The average man pays $6.19 for each 

pair of shoes, while the average woman 
pays $5.91 for each pair of shoes. 


Order Defines “Single Sellers” 


Chains whose retail outlets operate 
as a single seller under the new re- 
tail “pricing chart” regulation are pro- 
vided with a method for determining 





NEW BRANNOCK 


Scientific heel-to-ball, heel-to-tg 
and width measurements instanth 
made with the new and 
BRANNOCK DEVICE. Univer 
sally used, in majority of America 
shoe stores,—by Army and Na 

shoe fitters—and in global servic 


Adult Model for men and 
women $15.00 


Junior Model for children $12.50 


Available at special cooperative 
price if ordered through certaix 
shoe manufacturers — for this list 
and full details write to 


THE BRANNOCK DEVICE C 
SYRACUSE 2, NEW YORK 





quickly which articles they were off 
ing for sale on March 19, the base d 
in an order announced recently by t 
Office of Price Administration. 
action, effective April 18, 1945, defir 
as single sellers not only chains 
which OPA has issued a uniform pricy 
ing order, but also chains that send i 
voices to their outlets showing only 
selling price and not the cost of a 
ticles covered by the regulations. 

A second order under the regulatio 
effective April 18, 1945, and coveri 
chains whose retail outlets operate 
separate sellers, “freezes” the amour 
of the service charge that any out 
let may include in its costs in pricin 
under the regulation. 








(earried in stock) 


HANDY FORMS 


Great Little Time Savers 


Price Tags with imprinted prices, any selection desired. 
Spring Circular showing 8 color designs sent on request. 


for efficient store operation 


1 a Pad (100 sheets) $106 
A ar $2.00; 10 _ $3.50) 


er pat (100 lpn) Ci ee 


With store name 
printed on tags: 


12 Doz. —$4.25 
24 Doz.— 6.75 


Size 1'/o" x 2%" 
6 Doz.—$1.50 
12 Doz— 2.50 





Canada 


12 Doz.—$4.55 
24 Doz.— 7.35 


Canada 


6 Doz.—-$1.70 
12 Doz— 2.80 





100 (Size 5”x3”) ‘so @ 5.50) 
Price Stickers (1452 per book). . 
(2 books @ $3.50) 


MERCHANTS SERVICE DEPT. 
209 S$. STATE ST., CHICAGO 


“U"—Green with board—price black 
Merchants’ Service Dept., 209 $. State St, Chicago 4, Illinois 
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